BUY  your  combination  Redwood  ^’indows  and  Doors  from 
the  best  in  the  business  .  .  .  "GRAEF”  ...  an  experienced  jj 

designer  and  manufacturer  of  wood  windows  and  doors;  one  ^ 

who  has  had  years  of  successful  experience  in  this  held. 

NOW  the  "GRAEF”  engineers  have  designed  three  great 
windows  .  .  .  ready  to  do  a  top  job  just  for  you. 

•  SELF  STORING 

K  ^  •  SPECIAL  DELUXE 

■  ^  •  EASTERN  STYLE  ECONOMY 


With  our  California  lumber  connections  and  modem  milling 
facilities  (direct  from  the  forest)  we  ran  supply  you  with 
complete  mouldings  and  equipment  to  set  up  your  own 
factory  at  a  surprisingly  low  cost.  Write  today  for  complete 
particulars. 


77J 

t  rx  D  V _ 


F.  O.  B.  Y  oungstown,  Ohio 

EASTERN  STYLE  ECONOMY 
[>esigned  for 
New  England  Openings 

24"x24"  Complete  with  Screen 


GRAEF  STORM  WINDOW  CO. 

PHONE  4-4326  ( 

1510  W.  FEDERAL  ST.  YOUNGSTOWN  10,  0. 


WRITE 


CALL  TODAY 


January,  1952 


DEALERS...  ^ 
DISTRIBUTORS..? 


AH  ALUMINUM  AWNIN6S 


CASH  IN  TODAY  on  this  lucrative  business  with  the  best  in  the 
field — "Cool  Roy."  Backed  by  years  of  successful  designing  and 
manufacturing  of  Aluminum  Awnings,  "Cool  Ray"  is  prepared  to 
offer  the  TOP  deal  both  for  Distributors  and  Dealers.  Compare 
"Cool  Roy"  with  any  other  awning  on  the  market  today — regardless 
of  their  construction  or  materiol — the  obvious  superiority  of  "Cool 
Ray"  tells  the  story. 

Mr.  Jacob  Friedkin,  president  of  the 
"Cool  Roy"  Awning  Company,  pledges 
close  support  and  guarantees  business 
help  to  all  his  Distributors  and  Dealers. 
Cash  in  today  and  join  "Cool  Ray." 


Over  Doorwoys 


Selling  Aids 

•  Newspaper  Mats 

•  Two-Color  Brochure 

•  Direct  Mail 

•  Color  Chart 

•  Color  Slides 

•  Measuring  Charts 


“I 


Important!  The  aluminum  situation  per¬ 
mits  only  a  limited  number  of  dealers. 


Over  Terraces 


Over  Windows 


Cool  Ray  Metal  Awning  Co. 

1455  South  Avenue 
Youngstown,  Ohio 

Please  send  complete  information  tO: 
Name 

Firm  Name 

Address 

City 


State 


XtUNilH'*'* 

StOBf* 


nsiorw^w'" 


The  o"T® 


A  Season-all  dealer  is  a  successful  dealer 


In  the  manufacture  of 
Season-all,  highest  quality 
materials  are  combined 
L  with  superior  design 
I  features  and  excellence 
I  in  workmanship.  The 
result  is  a  storm  sash 
for  casement  windows 

that’s  unequalled  in 

r 

performance,  efficiency, 
economy — and  in 
customer  satisfaction. 


Here’s  why  leading  companies  prefer  Season-all  •  • . 

T)he  c4riAtocrat  o/  Storm  Sask! 

•  Permanently  installed  on  the  outside  of  the  windows  •  Open  and  close  automatically  with 
windows — never  have  to  be  taken  down  even  for  cleaning  •  Seal  out  drafts  and  dirt  •  Dt)uble 
glass  insulation  keeps  building  interiors  at  least  10'’^  cooler  in  summer  •  Built-in,  draft- 
proof  Vinyl  weatherstripping — an  exclusive  Season-all  feature — makes  possible  Jf 

winter  fuel  savings  up  to  •  Keep  window  condensation  to  a  11  ft 

minimum  •  Provide  unsurpassed  all-weather  pro-  IHl 

tection  for  windows.  _ _ — - III 


Manufactured  by 

Aluminum  Fabricating  Co.  of  Pittsburgh 

Nationally  distributed  by 

Season-all  Soles  Corporation 

146  Forty-sixth  St., 

V  Pittsburgh  1,  Pa. 


jes  pfcven 
L  Season-all 

do  invi’c  -n- 
.rated  orgon.^ohons 


eriol  shortc 

,g  ony 
t  this  time, 

sound, 

eference. 


ANY  TYPE  WOOD  OR  MASONRY 
RESIDENCE  CAN  NOW  BE 
re-surfaced  with  AN  ASBESTOS 
SIDE-WAU  THAT  IS  SPRAYED  ^ 


*E*NU*IT  it  a  waterproof  ptetture  sealed  side-wall  returfaccr  that  contains 
the  two  indestructible  minerals,  asbestos  and  mica,  and  is  fused  to  the  surface 
by  powerful  pressure,  not  merely  noiied  on  like  ordinary  tiding. 

The  BE*NU*IT  process  consists  of  the  material  being  air-blasted  to  the 
structure  approximately  1/16  thick  thus  becoming  an  actual  part  of  tame 
The  features  of  this  type  of  opplication  it  that  it  assures  complete  insulation  and 
greater  durability,  with  the  additional  advantage  that  by  becoming  part  of  the 
surfoce  the  product  does  not  hide  or  alter  any  of  the  original  architectural  lines 
and  contours. 

RE*NU*IT  is  ovailabl«  in  9  attractive  colors  and  its  appearance  is  a  very 
definite  asset  as  it  looks  like  stucco  and  yet  is  not  quite  as  coarse. 

See  on  actual  demonstration  of  RE-NU-IT  by  visiting  Booth  No  U  and  15 
ot  the  NRCA  Convention,  Chicago  Jan.  28-30,  1952. 


FOR  FULL  PARTICULARS  •  CALL  OR  WRITE  ! 


OR  FILL  IN  AND  MAIL  THE  ATTACHED  COUPON 


RE  -  NU  -  IT  CORPORATION 

424  West  42nd  St.  •  New  York  1  8,  N.  Y. 
LOngacre  3-6631 


NEW  LOOK 


TEXTURED  FINISH 


RE*NU*IT 


*EG  T»A0E  MARK 


\  A  WATERPROOF  ! 
PRESSURE  SEALED  //, 

^  RE-SURFACER  ^ 


•  INSULATES 

•  PROTECTS 

•  BEAUTIFIES 


RE-NU-IT  CORP. 

424  WEST  42nd  STtEET  —  Oept  B  S 
NEW  YOUK  18,  N.  Y. 

Wea»e  tend  complete  Applicator  information  to 


BUILDING  SPECIALTIES 


DISTRIBUTORS 

i^uydi"  \  . 

DEALERS/ 

A  Few  Territories  Still  Available  to 
i^V  Qualified  Distributors  and  Dealers 

'  NO  INVENTORY  REQUIREMENTS 


NON-STANDARD  Shieldall  Awnings  ore  manufactured 
within  two  weeks  from  the  date  we  receive  your  order. 


LEAKPROOF  DESIGN  .  .  .  chimney  vent  ventilation  .  .  . 
all-weather  protection. 


CHOICE  OF  COLORS  .  .  .  solids,  stripes,  combinations. 


STANDARD  SIZE  AND  COLOR  SHIELDALLS  are  olso 
available  ...  7  end  8  foot  circular  doorway  canopies  .  .  . 
three  sizes  .  .  .  venetian-style  door  awnings. 


January,  1952 
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TODAYS 


^  DISTRIBUTORS 
!  cutd  DEALERS 


/I, 

—  ACE  INDUSTRIES  —  have  corroled,  just  for  you,  o  super  top 
grode  oil  redwood  picture  frame  storm  window  that  sells  for  the  unheard 
of  price  of  only  $5.72  (knocked  down). 

The  new,  all  new,  Ace  Window  is  one  you  will  be  proud  to  handle. 
Rugged  in  construction  throughout  the  entire  unit,  it  is  engineered  for 
simplicity  in  assembly  and  installation.  Your  profits  will  be  high  when  you 
carry  the  ACE  BRAND  on  your  storm  windows. 


K.D. 


•  Made  from  Top  Grade  Select  Redwood 

•  Cadmium  Plated  Hardware 


2908  Glenwood  Avenue 


Phone  8-321 1 


Youngstown,  Ohio 


BUILDING  SPECIALTIES 


INSULATION 


Thousands  of  new  types  of  insu> 
lotion  jobs  are  open  to  you  with 
SproyCraft.  Since  it  con  be  op> 
plied  over  ANY  surfoce,  EViRY 
building  is  o  prospect. 


SprayCraft 


Formerly  Spray  Kole 


Acoustical  and  Industrial  Insulation 


ACOUSTICAL  CORRECTION 


CONDENSATION  CONTROL 


Offers  You  A 

BIG  BUSINESS 

OPPORTUNITY  NOW 

li  you  are  a  live-wire  dealer  interested  in  buildinq 
your  volume  to  tremendous  proportioni,  SPRAYCRAFT 
oilers  you  a  brand  new  product  with  limitless  poesi 
bilities.  There  is  no  product  available  to  you  today 
that  oUers  a  qreater  range  oi  prospects,  or  larger 
proiit  opportunities.  li  you  want  to  expand.  invesH 
gate  It  today. 


Study  These  Markets: 


INSULATION: 


FIREPROOFING 


SprayCraft  has  an  extremely  high  coefficient  of  sound  absorption  and 
is  completely  incombustible.  This  makes  it  ideal  for  interior  insulation 
in  churches,  auditoriums,  offices,  restaurants  and  theatres. 

Condensation  can  be  effectively  controlled  by  SprayCraft.  This  opens  o 
tremendous  industrial  market  for  applicators.  SprayCraft  can  alto  be 
applied  directly  to  masonry  walls  and  plasterboard  ceilings,  adding  to 
the  applicators'  markets. 

SprayCraft  is  an  ideal  material  for  thermal  insulation.  Sprayed  from  e 
gun  directly  on  any  surface  it  forms  a  uniform  coating.  It  eliminates 
the  dust  usually  present  during  insulation  application,  and  is  water- 
repellent,  rust-resistant,  wind-tight,  and  fireproof. 


BIG  PROFITS— LARGE  VOLUME— A  NEW  FIELD 
- WRITE  FOR  DETAILS - 

SPRAYED  INSULATION,  INC. 


56-58  CRITTENDEN  ST. 


NEWARK  4.  N.  | 


January,  1952 


CALIFORNIA 

REDWOOD 

FRAME 


EXTRUDED 

ALUMINUM 

CHANNELS 


SLIDE 


ALUMINUM  -  REDWOOD 


COMBINATION  STaiiM^  WINBa 

WITH  ^ALUMINUM  SASH,  SLIDES 


M«d«  l>y  th*  M«nwf«c>¥r*rs  of  Fomous'  All  ^  Aluminum  Window  WtoHicrproolmg  I 


5W 

[  ond  TDW«««te  I 
WEATHERMATICS 


Q  W.  t.  CORP.  1fS2 

j  Th«  only  complete  program 

over  offerod  to  assure  success 
i  of  every  dealer's  business.  A 

carefully  planned,  step  by 
step  program  for  soles,  pro- 
i  motion  and  installotion  is 

[  provided.  We  furnish  FIELD 

I  ASSISTANCE  and  SUPERVI- 

I  SION  by  men  with  plenty  of 

storm  window  experience  and 
"know-how."  WRITE  TODAY! 


CASEMENT 
STORM  SASH 


WWWfc^ 
COMBINATION 
-‘  DOORS 


COMBINATION 

BASEMENT 

WINDOWS 


SCREENS  ; 


INVESTIGATE  THIS  ALL  NEW,  DIFFERENT  COMBINATION  TODAY/ 


CORPORATION 


14593  Meyers  Road  •  Detroit  27,  Michigan 
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BUILDING  SPECIALTIES 


GREGG 


ROLLS  OPEN  . . .  AND  SHUT 
for  outswinging  casement  windows 


OJLA^gjiASS  EQUIPMENT 
COMPLY,  INC. 


Self-  Ventilating* 

COMBINATION 
REDWOOD  DOOR 


•  Frame  is  5/4  clear  hardwood, 
mortise  and  tennon  jointed.  Built 
into  opening  are  .  .  . 

•  Glass  &  Screen  insert  backed  by 
a  larger  sliding  glass  panel 

•  Picture  frame  moulding  built  up 
a  center  thickness  of  2". 

•  Wood  Life  treated,  finished  with 
PAR  for  lasting  satin  finish,  hand- 
rubbed  and  waxed 

•  Delivered  ready  to  install 

•  Fully  equipped  with  brass  and 
brass  plate  hardware 

•  Perfect  for  use  as  PRIMARY 
DOOR  as  well  as  Combination 
and  porch  enclosure. 

•  FEATHER-GLIDt  WEATHER  PANEL  ADJUSTS  UP  OR  DOWN  AT  THE  TOUCH  OF  A  FINGER! 
Manufacturers  of  Farttous  Greggwood  Combinatian  Windows  &  Doors 


This  beauty  is  different!  So  different  that  we've 
applied  for  patents  on  several  of  its  unique 
features.  The  rare  and  distinctive  richness  of 
genuine  California  Redwood  is  fully  utilized  in 
strength  and  styling  to  make  a  Combination 
Door  of  elegance  beyond  compare!  As  a  Door, 
it  enhances  the  entrance-way  while  giving  year- 
round  protection  .  .  .  butted  together,  all-year 
porch  enclosures  are  simple  to  construct  without 
carpentry!  That's  what  keeps  the  cash  register 
ringing  .  .  .  and  a  profitable  business  growing! 


Eoitern  Division  “V-Seal"  Corporation 


NEW  IMPROVED  INTERLOCKING 
FEATURE  KEEPS  WARMTH  IN  . 
COLD  OUT' 


it()i..\(; 

11. is  the  rasicsl 

lo  >1*11  insi(h-  SI 

ikIi  on  the 
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ket 

today. 

Y  oil  will  have  iiiativ  .' 

iitlisriid  vtiKf'iini  rs  and 

•  Xtl'll  XII  III 

i  fin 

itifx 

tor  you 

wlu‘11  vou  <1-11,  tlu'  i:( 

I'W  iuiprovod  i;(da>rl!iss 
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ni  <i 
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ss  is  siniplo  to  opcrati 

L-  .  .  .  oasv  to  install  . 
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coiidonsation  .  .  .  koep 
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:tnd 

the  cold 

out. 

PRESSURE-SEALED  INSULATING  SURFACE 


WIRE.  PHONE  or  WRITE 


Everypamt  or  siding  prospect 
is  o/wrop-up  for 


WOJ  A  PAINT 

NOT  A  SIDING — But  does  everything  they  both  con  do — in  spodes 


with  all  the  bugs  ironed  out  in  the  field- 
including  applicators  and  rigs— pricing— full 
color  pitch  books  and  literature— ad  mats— 
job  signs— the  works!  Franchises  available  for 
deolers  who  are  interested  in  a  legitimate, 
permanent  deal.  No  dynamiters,  please! 


Perma-Face  is  not  just  another  '  mud  deal— 
nor  is  it  a  new  product!  It's  been  tried  and 
tested  ON  THE  JOB  for  almost  nine  years. 
Now  it's  perfect— and  proven— a  product  you 
can  sell  with  confidence.  And  it's  o  COM¬ 
PLETE  DEAL  and  a  COMPLETE  PACKAGE- 


PermaTace 


OF  AMERICA 

Fifth-Grant  Building 
PiHsburgh  19,  Pa. 


PERMA-FACE  OF  ameiiu 

Fifth-Grant  Building 
Pittsburgh  19,  Pa. 

YES— Tm  interested  in  taking  on  Perma-Face  as  a  permanent 
deal.  Please  rush  me  the  complete  Perma-Face  story. 


january,  1952 
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BUILDING  SPECIALTIES 


W  hen  we  introduced  the  THERMOPLHX’^ 
filaslii  (Combination  Storm  W  indow  last 
month,  we  ex|K‘cted  considerable  interest 
in  the  industrv. 


We  did  not  expect  the  dt  id  tint  he  of  n/tid, 
tele^fiifd},  telephone  and  personnl  intiniries 
that  has  since  kept  onr  facilities  thoroii{>hly 
sti  a  in  ped. 


W  e  are  smcerelv  appreciative  or  voiir  inter¬ 
est  .  .  .  and  keeiilv  aware  of  our  responsi- 
bilitv  in  the  production  and  distribution  of 
these  new  and  promising  products  .  .  .  for 


w  hich  St)  man\  have  waited  so  long. 


After  vears  of  research  and  development  at 
staggering  cost.  1  HKRMOPI.KX (Combi¬ 
nation  Storm  W  indows  are  coming  off  the 
production  lines  as  fast  as  we  can  bring 
them.  The  llood  of  response  to  its  introduc¬ 
tion  gives  true  perspective  to  THERMO- 
Rl.EX  '  —  as  a  natural  development  in  the 
application  of  Plastics  to  a  field  untapped 
bv  mass-production,  hence  cost-conscious, 
methods. 


W  e  are  bending  everv  effort  to 
handle  \our  incpiiries.  If  sou  do 
not  hear  from  us  at  once,  please 
bear  with  us. 

THERMOPLEX'^  is  well  worth 
waiting  for.  It  may  be  the  biggest 
thing  that’s  happened  in  the  Com¬ 
bination  Storm  W  indow  field. 


January,  1952 
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Thousands  of  Quincy  Windows  have  been  sold  and  installed. 
.  .  .  Thousands  of  homeowners  are  completely  satisfied  with 
the  way  they  work,  and  are  enthusiastic  about  the  distinctive 
beauty  they  have  added  to  their  homes.  Such  customer  accept- 
ance  —  after  installation  —  proves  that  here  at  last  is  a  ..  . 

ACriCAL  COMlilMTlO^  11  IMUfll 


CLEAR-CI.IDE 


COMfINATION  WINDOW 


I  lit'  (  \MII- 

(tow  of  rh(  <  >(MIU  \ 
lint'.  I 

itt  ( /  M- 
ii/nfth  of  T(<>nntfi\ 
.  .  o\ri  sfi.Mlou'iiii» 
.it!  con}|K  (itiot)  ill 
tfn  low  piin  (u*M 


i 


Self  Storing 
Aluminum 
Screen 


RIMLESS! 

Double-Strength 

SASH 


M.idr  oi  |>io\(n  niiitt* 

I  i.iU.  u  it h  (-;m  h  iii.ilci  i.il 
Nl  I  I-  (  I  I  I  *  for  liu'  ^|lt 

( lilt  job  it  h.is  to  do.  \)(i 
ininiMi)  s(  i((’n  iind  ii{iil('s> 

I I  \Ni.d  i  U  iii  m  i  l  t>  <  )>(  1 
ifi‘  fiiilv  ill  the  uiiilhri 
Nil  i)>|H‘d  tKii  ks  of  till-  f^rii 
II im  iiM{M>i  It'd  1*1111  I  r 
I*  I  \  I  \l  \  ll()(.  \  \  ^ 

li  .itiii-. 


CRYSTAL 


(  oiiluiciK  ('  ill  (lie  |)i()(lii(t  til. It  Mill  sell  |i('iiiiits  i<iii>> 
i.iii.i;c'  |)l.iiiiiiiii>  tiiiii  is  the  inajiii  I.Ktui  in  .1  siKicsshil 
Niilcs  |)loi>i;iin. 

I  111'  (^niii(\  liiK-  .issiiics  tliis  .i<;”i  cssiv  c  ^i|)|ii(ia(  h. 

.Maiiiit.K  tilled  in  two  jiiiic  liiaikcts.  its  dcsit^ii  makes 
|)ossilile.  till  the  Ills!  linie,  (i>ni|ilaint  liee  iiistall.itiiiii  at 
niiniiiiniii  mst.  I  liesc  leainies  |>lns  a  niannlai  tin  in^ 
siiiiKe  "tooled  n|>  "  loi  hotli  wood  and  metal  |)ro(lii(  t ion 
piesetits  an  ojijioi  tiniitv  that  demands  \oiit  immediate 
ituestit^atioti. 

Wh  ite  to  (la\  to  the  Hess  Matinl.n  tin  in;^  ( '.oni|>.in\ . 
I’los  hii,  (^iiim  \ .  I’.i.,  1 01  hill  i idol  III. It  ion  on  the  i  om jih  te 
<)nin(\  line. 

\am*’  Quinvy  3§vanH  ifualUy^^ 


GLIDE 


A  niOOIICt  OF 

THI  HISS  MANUFACTURING  COMFANY 

GUINCY,  FfNNSYLVANIA 


3  TRACK  STORM  WINDOWS  •  CASIMCNT  STORM  WINDOWS  •  STORMDOORS 
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b'jldia'g  specialties 


BUV  DIRECT  FROM  THE 
MILLoorfSAVE/ 

'  \\\  CALIFORNIA  REDWOOD  MOULDINGS  AND 

V  LUMBER  Eo  manufacture  storm  windows  and  storm 

.  \  ^  <foofS  sold  in  carload  lots  or  less. 

\\  have  a  self-storing  window  and  can  set-up  your 

plant.  Approximate  lumber  cost  per  window  $2.35. 

\  \  Approximate  lumber  cost  per  door  $4.45. 


January,  1952 
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On  tke  House . .  . 


Anew  policy  of  displaying:  at¬ 
tractive  photographs  on  our 
front  cover  begins  with  this  issue. 
Each  month  Hl'Il.DINti  SPE¬ 
CIALTIES  will  feature  a  dealer 
installaticm  of  a  different  home 
impn*vement  product.  The  photo¬ 
graphs,  which  will  be  contributed 
through  the  courte.sy  of  manufac¬ 
turers,  will  be  selected  on  the  basis 
of  unusual  interest,  uniqueness, 
or  beauty.  In  (»ther  w(»rds,  we  mean 
to  dem<»nstrate  pictorial ly  every 
month  how  building  specialty 
products  really  imprnre  the  ap¬ 
pearance  and  comfort  of  the  aver¬ 
age  American  home. 

We  will  also  publish  in  other 
parts  of  HI  ILDINT;  SPE(  IAL- 
TIES  ph(»tographs  received  direct¬ 
ly  fr<tm  dealers.  You  are  cordially 
invited  to  send  the  editor  pictures 
(('out unit  (1  OH  P(i<i(  .‘51 ) 


BUILDING 

SPFCIALTIES 


Cover  Picture  Of  The  Month 

Three  different  types  of  all-aluminum 
combinations  were  used  to  storm  sash 

this  beautiful  12- _ 

room  home  in  Clif¬ 
ton,  N.  J.  Rolart 
Building  Products 
Co.,  249  Route  6, 

Rochelle  Pk,  N.  ).,  I  t 

installed  35  regu-  |  JHka  rl 
lar  “Weather  Mas¬ 
ter"  double-hung 
combinations,  2 
casement  combina¬ 
tions,  2  combina¬ 
tion  doors,  and  one 

complete  porch  enclosure  consisting  of 
15  porch  type  combinations  plus  one 
combination  door.  The  installation  in¬ 
cludes  10  transom  lites  which  can  easily 
be  removed  and  replaced  by  screen  in¬ 
serts.  The  porch  section  shown  on  the 
right  side  of  the  illustration  is  of  par¬ 
ticular  interest  since  it  was  installed 
entirely  without  posts  between  the  alu¬ 
minum  combinations.  The  units  used  in 
the  enclosure  were  designed  to  eliminate 
posts  and  are  held  firmly  in  place  bv  one 
length  of  channel  running  the  length  of 
the  windows  on  top  and  by  two  lengths 
at  the  bottom.  All  the  windows  and 
doors  used  in  this  installation  were  made 
by  the  Warner  Mfg.  Co.  of  jersey  City, 
N  J. 


A  monthly  magazine  for  dealers  who  sell  and 
install  commercial  and  home  improvements 
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ANNOUNCING... 


THE  NEWEST  STAR  IN 

THE  WEATHER-TITE  line 


K.D.  CALIFORNIA  REDWOOD  WINDOW 


ONLY  ^5.28 

(24  X  24) 


Here’s  the  really  fine  quality  K.D.  window  for  which  you've  been 
waiting!  Here’s  the  easiest,  quickest  K.D.  to  assemble  ever  placed 
on  a  waiting  market.  Mortised  and  tendoned  throughout,  shipped 
direct  to  you;  no  expensive  equipment,  no  high-priced  skilled  labor 
is  necessary.  Installation  is  quick  and  easy,  which  also  means  fast 
turnover  and  high  profits. 

•  WIRE  •  PHONE  •  OR  WRITE  for  complete  details  today! 


WEATHER-TITE’S  OTHER  HEADLINE  PERFORMERS 


il.lv-  -  ■  ■  1 

■li  I  /.  ^ 


i  k 

r  i 

i  ! 

iiM 

lI 

1 

1 

^1. 

PiaURE  FRAME  . 
COMBINATION  WINDOW 

Has  built-in  ventilator 
ot  no  eMtra  cost.  Adds 
glamor  to  any  home. 
Comes  completely^ 
assembled  for  fast, 
eosy  installation. 


OUTSIDE  CASEMENT. 
STORM  WINDOW 

Today's  biggest  seller 
for  those  ‘difficult  to 
fit"  cosement  windows. 
Modern  design  .  .  jm 
low  cost. 


SUPERIOR  REDWOOD. 
STORM  DOOR 

Overlopping  inserts, 
blind  mortise  and 
tendon  construction 
with  raised  panel.  i 


Weather-Tite  guarantees  immediate  delivery. 

ATTRACTIVE  MATS  AND  SALES  AIDS  INSURE 
INCREASED  PROFITS  FOR  YOU  I 


(  \ 

W[AIHEIi-TlI[ 


6305  EUCLID  AVENUE 

CLEVELAND  3,  OHIO 

express  1-2816 


January,  1952 
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Aluminum  Shortage  May 
Last  Through  19  S  2 


Tight  metal  supply  makes  outlook  for  the 
year  uncertain  but  manufacturers  hope  for 
increased  allotments  in  second  quarter 


At  no  time  since  the  end  uf 
World  War  II  has  the  business 
world  looked  forward  to  a  new  year 
with  as  much  doubt  and  uncertainty 
as  it  does  to  1952.  The  .steady 
jrrowth  of  the  rearmament  program 
has  resulted  in  the  slow  decline, 
and  in  .some  ca.ses  even  the  stranjru- 
lation,  of  many  civilian  busines.ses. 
In  the  ca.se  of  the  buildinjr  specialty 
industry  some  metal-.starved  firms 
have  already  decided  to  suspend 
production.  Others  have  tighten¬ 
ed  their  financial  belts  and  have 
continued  to  produce  as  much  as 
they  could  with  the  amount  of 
metal  allotted  to  them  plus  what¬ 
ever  sub.stitute  material  they  could 
obtain  which  generally  has  been 
wood.  A  lucky  few  have  gotten  war 
contracts  but  mo.st  manufacturers 
do  not  have  the  precision  machin¬ 
ery  required  for  (lovernment  work. 


Since  the  general  uncertainty 
al>out  the  coming  year  in  the  spe¬ 
cialty  industry  is  .so  closely  con¬ 
nected  with  the  problem  of  the 
aluminum  shortage,  let  us  examine 
the  production  picture  of  that 
metal.  Government  officials  have 
it  plain  that  there  will  not  be 
enough  aluminum  to  .satisfy  both 
military  and  civilian  requirements 
until  the  end  of  1952  or  the  first 
quarter  of  195.‘I.  This  estimate  is 
ba.sed  on  present  program  of 
RAPID  rearmament  but  the  dis- 
tre.ss  caused  to  the  civilian  economy 
both  here  and  in  Europe  by  the 
pressure  of  the  defen.se  effort  has 
already  caused  a  slow  down  in 
European  rearmament  and  is  be¬ 
ginning  to  make  Washington  won¬ 
der  whether  we  will  not  have  to  do 
the  same. 

Already  t'harles  FJ.  Wll.son,  di¬ 


rector  of  Defen.se  Mobilization,  has 
announced  that  the  nation’s  arma¬ 
ment  effort  will  have  to  be  .stretched 
out  over  a  longer  period  than  anti¬ 
cipated.  By  prolonging  the  time 
required  to  fill  military  orders  it 
may  be  possible  to  relieve  some 
of  the  pre.ssure  on  civilian  indu.stry. 

If  Washington  takes  a  more 
reali.stic  view  of  our  economy  and 
slows  down  rearmament  then  the 
enormously  expanded  aluminum 
indu.stry  may  actually  begin  to 
catch  up  with  the  overwhelming 
demand  for  its  metal.  Dome.stic 
production  of  aluminum  is  expected 
to  go  well  above  2  billion  pounds 
this  year  as  compared  with  1  bil¬ 
lion  680  million  pounds  in  1951 
and  1  billion  800  million  in  the 
war  year  of  1943.  It  is  expected 
that  when  all  .scheduled  con.struc- 
(Continurd  aii  Pdffc  34) 
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It's  The  Fiist  TEH  Wads 
That  Connt  In  SELLING 


best  use  of  his  limited  opportunity. 

Specialty  selling  can  become  fun 
only  when  sales  are  made,  for,  not 
unlike  the  bullfiKhter,  he  dies  each 
Friday  unless  he  proves  himself 
superior  in  the  contest.  He  must 
know  his  product  thoroughly,  and 
command  the  situation  at  all  times. 
“Shy-guys”  have  little  encourage¬ 
ment  in  this  business,  and  had  best 
remain  as  clerks  in  an  office. 

For  months,  two  of  our  salesmen 
used  the  identical,  un-spirited  ap¬ 
proach,  their  sales  lagged,  and 
seemingly  they  were  ready  to  call 
it  a  day.  Their  hit  or  mi.ss  method 
of  approach  finally  caught  ui)  with 
them,  and  it  was  urgent  that  new 
and  more  progressive  methods  be 
u.sed.  Their  .sales  were  instantly  in¬ 
creased  by  50' f,  and  with  less  ef¬ 
fort  or  time.  The  .  filution  was  sim- 
’ile. 


By  DON  PACE 


(Don  Pace  i%  a  very  capable  and  success¬ 
ful  dealer  who  owns  the  Staten  Island 
Window  &  Screen  Co.  in  Staten  Is..  New 
York  City.  He  has  had  many  years  of 
experience  in  the  storm  window  business 
and  has  a  thorough  knowledge  of  the  art 
of  specialty  selling.) 

SAll)  Mark  Twain,  “the  differ¬ 
ence  between  the  right  word, 
and  almost  the  right  word,  is  the 
difference  l)etween  lightning  and 
the  lightning  l)ug."  Which  is  an¬ 
other  way  of  saying  that  a  .sales¬ 
man’s  lirst  ten  words  must  be  bet¬ 
ter  than  his  following  hundred,  for 
selling,  whether  commotlity  or  spe¬ 
cialty.  is  essentially  a  matter  of 
first  impressions. 

Watch  your  oi)ening  words  and 
know  definitely  what  you  are 
about  to  say.  When  trickery  is 
used  in  your  a|)proach.  you  can  be 
certain  that  your  prosfH'ct  will  lose 
confidence.  Such  an  ai)i)roach  as 
“1  was  in  the  neighborhood  .  .  .". 
or  “We're  conducting  a  survey  on 
fuel  conservation"  mean  nothing 
to  the  alert  homeowner,  and  i)rove.s 
to  be  wasted  effort  and  time.  You 
have  a  nu'ssage  to  tell,  you  are 
there  to  tell  it.  and  the  prospect 
must  be  made  to  understand,  in  so 


many  wonls.  Hence  the  imfKir- 
tance  of  saying  the  right  thing, 
and  in  as  few  words  as  |)ossible, 
for  only  AFTER  the  light  ap- 
firoach  can  you  finally  tell  the  com- 
filete  story. 

.Since  we  are  principally  con¬ 
cerned  with  windows,  doors  and 
general  home  improvements,  and 
knowing  only  too  well  that  much 
defiends  on  canva.ssing.  our  .sales¬ 
men  are  constantly  reminded  not 
to  fall  into  the  too  common  rut  of 
half-hearted,  mediocre  first  im¬ 
pressions.  He  must  say  something 
after  ringing  the  doorbell,  but 
what?  A  long-winded  “pitch”  is 
definitely  out  of  bounds  for  the 
few  moments  allowed  him,  so  if 
becomes  essential  that  he  make  the 


First,  they  knew  more  about  the 
[iroduct  than  did  the  prospect,  and 
.second,  they  had  to  use  an  entirely 
new  approach,  .something  they 
never  used  before.  In  a  word,  they 
found  it  jirofitable  to  merely  act  as 
them.selves,  without  fanfare  or 
fuss,  and  not  attempt  to  unduly 
“impress”  people.  Their  busine.ss 
was  to  sell  windows.  Rather  than 
mei-ely  suggesting  that  they  rep¬ 
resented  such  'n'  such  company,  or 
to  emj)loy  tricky  and  misleading 
statements  such  as  being  in  the 
neighborh(H)d  or  checking  fuel  con¬ 
sumption.  (that  gimmick  doesn’t 
work  any  more)  they  u.sed  their 
heads  instead  of  their  feet.  People 
ARE  window  con.scious  the.se  days, 
they  already  know  the  name 
(('ontixiivil  on  Pdfie  42) 


You  must  say  the  right  thing  in  as 
few  words  as  possible  when  the  door 
opens,  otherwise  you  will  not  get  a 
chance  to  tell  your  soles  story 
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Shown  at  the  left  are  the 
offices  and  modern  ware¬ 
house  of  Capital  Supply 
Co.  in  Washington,  D.  C. 
Note  the  neatly  uni¬ 
formed  installation  crews 
standing  in  front  of  the 
company’s  trucks.  Mr 
Woodrow  Hellmuth,  own¬ 
er  of  the  company,  ap¬ 
pears  in  the  inset  at  the 
upper  right  and  also  on 
the  extreme  left  of  the 
larger  picture. 


Washington  Dealer  Finds 
Television  Boosts  Sales 


TKLKVISION  i.'<  a  iiaUiral  anti 
effective  media  tor  the  demon- 
.stralion  of  .'ttorni  windows.  It  is 
the  etjiiivalent  of  hundreds  of  sales¬ 
men  making  simultaneous  calls  in 
homes  within  a  distributor’s  trad- 
injr  area,  affordinjr  a  blanket  type 
of  coverage  which  cannot  be 
eipialled  in  any  way  for  the  .savinjr 
of  tinu*  and  e.xpense. 

Such  convincing  results  have 
been  shown  in  the  jtroKram  of  Cap¬ 
ital  Supply  Co.  of  W’ashinjrtoii. 
1).  ('.,  which  is  usinjr  Station  W'TTC 
over  Channel  5  in  the  Nation’s  Cap¬ 
ital.  .Although  in  operation  only  a 
short  time.  Woodrow  Hellmuth, 
owner  of  the  comirany,  says  he  is 
well  satisfied  with  the  leads  ob¬ 
tained  and  the  over-all  advertisiny^ 
results  achieved. 

The  firm  u.ses  a  one  and  a  half 
minute  commercial  on  a  musical 
program  and  variety  show  which 
is  telecast  every  afternoon  from 


■>  to  0  |).m.  e.\cept  Saturdays  and 
.Sundays.  The  time  the  commercial 
yroes  on  varies  from  day  to  day.  It 
is  prepared  by  an  advertising 
agency  with  the  text  changed 
weekly. 

Live  Demonstration 

While  it  i.s  on  a  live  demonstra¬ 
tion  is  graphically  depicted  of  a 
man  showing  a  ca.sement  storm 
window,  pointing  out  its  many  fea¬ 
tures  such  as  vinyl  plastic  weath¬ 
erstripping  and  cleaning  it.  At  the 
same  time  he  keeps  up  a  running 
patter  of  conver.sation  on  the  sav¬ 
ing  of  fuel  afforded  in  winter,  in¬ 
sulation  against  heat  in  the  sum¬ 
mer,  weatherproof  qualities,  and 
other  selling  arguments.  Then  a 
Hash  is  shown  giving  the  com¬ 
pany’s  signature  line  and  phone 
number  and  suggesting  that  a  call 
be  made  to  the  office  for  an  ap¬ 
pointment. 


The  result  is  that  many  in¬ 
quiries  are  received  during  the  day, 
some  mail  comes  in  rt*<[uesting  an 
appointment,  and  often  .some  per- 
•sons  will  come  in  personally  to  ob¬ 
tain  further  information.  The  first 
few  sales  made  easily  i)ay  for  the 
cost  of  the  program,  with  the  ex¬ 
tra  providing  that  much  more  rev¬ 
enue  for  the  firm. 

To  spur  interest  in  the  program, 
the  company  is  planning  a  contest 
in  which  a  set  of  windows  will  be 
given  free  to  the  writer  of  the  be.st 
letter  of  the  week  on  such  a  sub¬ 
ject  as  “Why  We  Feel  the  Need  of 
Storm  Windows,”  or  in  similar 
vein. 

Another  effective  method  of  ob¬ 
taining  leads  is  through  a  profit- 
sharing  j)lan  available  to  customers 
in  which  they  are  given  a  commis¬ 
sion  for  leads  which  result  in  .sales. 

(CdtifiiuK  fi  (HI  Pdfff’  ;{2) 
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Latest  product  developments  and  FHA  approval  now  make  it  possible  for  you  to 

Sell  Insulating  Siding  To 
Old  And  New  Construction 


By  RICHARD  G.  BREEDEN.  JR. 
Manager.  Insulating  Siding 
Association 

THK  year  1952  looks  like  a  time 
when  the  ability  to  jrive  the 
customer  his  money’s  worth  and 
still  make  a  profit  will  take  more 
jfood  planning  than  in  any  period 
since  VV'orld  W’ar  II. 

.Many  uncertainties  appear  as  we 
look  at  the  year  ahead.  Will  we 
have  more  inflation’/  Or  will  prices 
.stabilize  near  their  pre.sent  leveLs’/ 
Whatever  happens,  the  sidiny: 
contractor  faces  a  cost  problem.  If 
prices  stabilize,  his  profits  may  be 
squeezed  by  rising  co.sts.  If  infla¬ 
tion  continues,  he  may  find  him.self 
jH-iced  out  of  the  market. 

In  a  dilemma  like  this,  the  u.se 
of  insulating  siding  could  well  mean 
the  difference  between  money  in 
the  bank  and  red  ink  on  the  books. 
Now  that  insulating  siding  has 
l)een  accepted  by  the  Federal  Hous¬ 
ing  Authority  for  new  con.struc- 
tion,  builders  of  homes  have  been 
given  the  opjMmtunity  to  cut  co.sts 
without  cutting  quality. 

Chicago  Survey 

The  Insulating  Siding  As.socia- 
tion  recently  made  a  survey  of  ex¬ 
terior  wall  costs  in  the  Chicago 
area,  including  both  labor  and  ma¬ 
terials.  We  found  that  an  insulat¬ 
ing  wall  can  be  built  from  .“lo  to  50 


per  cent  cheaper  per  thou.sand 
.square  feet  than  the  four  competi¬ 
tive  types  of  exterior  walks — clap¬ 
board,  double  cour.sed  shingle, 
brick  veneer,  concrete  bkx-k.  This 
.savings  to  both  owner  and  builder 
can  be  realized  without  any  .sacri¬ 
fice  what.soever  in  quality.  In  fact, 
insulating  siding  actually  offers 
higher  quality  on  .some  features. 


Richard  G.  Breeden,  Jr. 


For  example,  once  it’s  installed 
it  requires  no  maintenance  ...  no 
washing,  painting  or  staining. 
There’s  a  point  that’s  sure  to  .score 
with  I952’.s  dollar-con.scious  buyer. 
And,  of  cour.se,  the  same  argument 
apj)lies  to  the  modernization  mar¬ 
ket. 

Then  the  applicator  likes  it  be¬ 
cause  it  goes  in  place  so  quickly 
(an  experienced  man  can  install 
three  .squares  a  day.  can  do  an 
average  home  by  him.self  in  four 


or  five  days).  It  requires  only  the 
simplest  scaffolding,  the  most  in¬ 
expensive  tools.  And  it  comes  in 
tight,  compact  bundles  that  are 
easy  to  store. 

Add  ui)  these  advantages  and 
you  can  readily  see  that  the  man 
who  talks  insulating  siding  will 
have  plenty  of  listeners  in  1952. 

Up  to  this  point  we’ve  been 
mainly  concerned  with  utility. 
Beauty  al.so  is  an  important  con¬ 
sideration.  It  looks  like  next  year 
will  be  a  big  year  for  large  housing 
developments  with  the  individual 
units  .selling  for  $12,000  and  under 
since  that’s  the  price  range  favored 
by  government  credit  ix)licy.  For 
that  j)rice,  how  can  a  builder  pro¬ 
vide  both  utility  and  beauty’/ 

Once  again  you  have  the  answer 
for  him  in  insulating  siding.  Its 
wide  variety  of  colors  will  enable 
him  to  give  each  home  a  beauty 
all  of  its  own,  and  still  u.se  the  same 
interior  floor  plan.  He  can  u.se  one 
color  on  the  first  home,  another 
color  on  the  next  one,  a  combina¬ 
tion  of  still  two  other  colors  on  the 
third  home,  and  .so  on  down  the 
block  .  .  .  getting  the  advantages 
of  standardization  without  the  sim¬ 
ilarity  of  standardization. 

Holds  Down  Costs 

The.se  are  just  a  few  of  the  rea- 
.sons  why  insulating  siding  can  be 
used  to  hold  down  costs  and  pro¬ 
tect  profits  in  the  uncertain  times 
of  19.52.  It  was  under  similar  con- 
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Markets 


(lit ions  that  the  insulatiiiK  siding 
industry  had  its  greatest  growth 
during  World  War  II.  It  fully  ex¬ 
pects  to  add  to  this  growth  in  1952. 
To  back  up  this  prediction,  we  have 
asked  .some  of  the  leading  spokes¬ 
men  for  the  indu.stry  to  give  their 
appraisal  of  the  1952  market.  Here 
are  .some  of  the  points  they  make. 
They  can  help  you  in  planning  your 
sales  program  for  the  year. 


Population  Increa.se 


Lee  H.  Mattes,  president  of  the 
Insulating  Siding  As.sociation  and 
of  the  Mastic  Asphalt  Coriroration, 
points  to  the  upward  surge  in  popu¬ 
lation  in  this  country  and  predicts 
at  least  one  million  new  homes  will 
be  needed  each  year  for  the  next 
ten  years.  He  considers  each  of 
tho.se  million  families  as  a  poten¬ 
tial  customer  for  insulating  siding, 
providing  they  learn  about  its  un¬ 
equaled  combination  of  advantages 
.  .  .  low  cost,  good  looks,  strength, 
high  insulating  value,  freedom 
from  maintenance  cost  or  worry. 

Kli  L.  Chamberlain  of  Bird  & 
Son,  Inc.,  urges  you  not  to  forget 
the  “secondary”  markets  for  siding 
— the  garages,  the  play  houses,  the 
recreation  rooms,  the  fruit  cellars 
and  the  summer  cottages.  If  the 
I)ro.speet  won’t  buy  siding  for  his 
(Continued  on  Page  36) 


Diagrams  at  right  show  F.H.A.  approved 
methods  of  applying  insulating  siding  to 
new  construction. 


WfSBE  CMMBtl  nt  OVEMJP 
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Here  are  some  facts  and  fignres  which  will  help 
Sell  any  customer  on  the  advantages  of 

Mineial  Wool  Insulation 


rh.>l.  Unu  r.i/  H  .Usn.  i.ih.^7,  ) 

iinj  /iii.iiuin  ih.'i  (  .  .  ) 


Above:  Pump  mounted  on  truck  blows 
mineral  wool  through  pipe.  Below:  Ap¬ 
plying  “wool  "  in  an  attic. 

MINKRAL  wool  i.-<  .still  one  of 
the  home  improvement  items 
of  which  thei’e  is  no  shortatre. 
Dealers  who  find  their  .sales  volume 
(Iroppinpr  because  of  a  lack  of  suit¬ 
able  products  to  sell  would  do  well 
to  consider  adding  blown  rock  or 
mineral  wool  to  their  pe.sent  line 
of  products.  That  there  is  a  tre¬ 
mendous  market  for  tht‘  ])roduct 
cannot  be  doubted. 

Accordinjr  to  a  survey  by  the 
Mineral  Wool  Association  which 
was  described  in  a  recent  issue 
of  this  publication  at  lea.st  46'- 
d"  non  -  insulation  homes  have 
never  even  been  called  upon  and 
of  the  54'-  who  have  been  visiterl 
by  salesmen  .some  55' <  had  not 


been  called  upon  within  the  i)ast 
year.  Rut  43' <  of  owners  now  oc¬ 
cupying  non-insulated  homes  would 
like  to  buy  insulation  and  about 
34 'r  of  home  owners  now  occupy¬ 
ing  |)artially  insulated  homes  would 
like  to  buy  additional  insulation. 

If  you  are  one  of  tho.se  legiti¬ 
mate  and  honest  dealers  who  likes 
to  feel  that  the  product  he  is  sell¬ 
ing  is  actually  of  real  value  to  the 
home  owner  as  well  as  profitable  to 
himself,  here  are  some  facts  and 
figures  from  unbiased  .sources 
which  will  si)eak  for  themselves  to 
any  prospective  customer: 

K.xhaustive  tests  at  the  Univer¬ 
sity  of  Illinois  show  that  15.4' >  of 
the  fuel  units  reiiuired  to  heat  a 
one-story  3()'x38'  masonry-veneer- 
on-frame  hou.se  can  be  .saved  if 
walls  are  insulated  full-thick.  An 
additional  21'-  saving  is  possible 
if  a  4”  layer  of  insulation  is  i)laced 
between  attic  joists.  In  a  2-story 
2S'.x2r  hou.se  of  similar  construc¬ 
tion,  fuel  .savings  amounted  to 
22. S'-  when  exterior  walls  were 
filled  with  insulation,  and  more 
than  12'-  when  the  attic  alone  was 
insulated. 

5-K<Nim  House 

The  experience  of  K.  W.  I'nder- 
hill  of  Elgin,  Ill.,  is  only  one  of 
many  striking  examples  which  il¬ 
lustrate  the.se  facts.  Several  years 
go  Mr.  Underhill  bought  a  5-room 
Cape  Cod  hou.se.  Only  the  space 
between  the  attic  joi.sts  was  insu¬ 
lated.  In  his  first  winter  .season  he 
u.sed  1246  gallons  of  fuel  oil  which 
cost  him  then  $1)8.04.  Heating  en¬ 
gineers  estimated  that  if  his  ceil¬ 


ing  had  not  been  insulated  he  would 
have  burned  $137  worth  of  fuel. 
Impres.sed  by  this,  the  following 
summer  he  had  the  hollow  spaces 
in  the  .side-walls  pneumatically 
blown  full  of  mineral  wool.  Only 
866  gallons  of  oil  were  u.sed  that 
winter,  which  cost  him  $86.41 
This  was  a  saving  of  $29.63,  oi’ 
slightly  more  than  30'-  when  the 
ceiling  alone  was  insulated. 

.\tlic  Insulated 

A  year  later  .Mr.  Underhill  con¬ 
verted  his  attic  into  2  large  sleep¬ 
ing  room.s.  These  were  insulated 
with  full-thick  batts  and  the  .sec¬ 
ond-story  ceiling  was  blown  to  a 
dejith  of  4"  with  mineral  wool. 
That  winter,  though  he  had  to  heat 
2  additional  rooms,  his  fuel  bill 
doi)ped  to  $64.31,  and  he  used  only 
814  gallons  of  oil. 

V.  S.  Rureau  of  .Mines  recom¬ 
mends  mineral  wool  not  only  be¬ 
cause  it  has  one  of  the  lowest 
thermal  conductivities  of  any  com- 
moidy-used  insulating  material, 
but  also  bc*cau.se  it  resists  termites, 
vermin,  moisture  and  decay,  ainl 
most  important,  because  it  retards 
the  spread  of  tire. 

Its  tire-i'esistance  alone  is  a  tell¬ 
ing  argument  for  insulating.  The 
usual  type  of  hollow-wall  construc¬ 
tion  commonly  found  in  houses 
produces  a  flue  through  which  fire 
can  race  within  minutes  and 
(juickly  envelop  the  entire  struc¬ 
ture.  These  danger  spots  in  new 
houses  are  usually  protected  by 
.solid  gyi).sum  blocks  placed  between 
all  wall  studs;  but  the.se  blocks  can- 
OH  Page  44) 
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Rust  Preventative  Paint 
Dries  In  Ten  Minutes 

An  improved  formula  of  its  Cer¬ 
tified  Rust  Inhibitor  No.  425  is  an¬ 
nounced  by  United  Laboratories, 
Inc.  Outstanding  features  of  this 
new  rust  preventative  paint  are 
that  it  will  dry  in  10  minutes  under 
normal  drying  conditions  and  one 
coat  provides  excellent  hiding  of 
the  old  metal  surface.  This  latter 
feature  will  reduce  painting  costs 
up  to  50''f . 

The  new  formula,  known  as 
“Ru.st  Inhibitor  No.  F''D-425”,  will 
withstand  temperatures  from  mi¬ 
nus  100°  F.  to  plus  250  F.  and  is 
exceptionally  resistant  to  salt  air 
and  fumes. 

It  may  be  applied  over  damp  sur¬ 
faces,  interior  or  exterior,  galva¬ 
nized  metal  and  new  or  ru.sted 
metal  surfaces  of  all  kinds.  The 
one-coat,  fast-drying  proce.ss  leaves 
an  attractive,  semi-gloss  finish  and 
is  available  in  .several  colors  plus 
aluminum  and  clear. 

♦  *  « 

Steelcraft  Producing  New 
Pivoted  Steel  Window 


Announcement  has  been  made 
by  A1  Ijevin.son,  President  of  The 
Steelcraft  Manufacturing  Com¬ 


pany  of  Ro.ssmoyne,  Ohio,  that  his 
company  will  manufacture  an  in- 
du.strial  pivoted  .steel  window.  This 
window  will  be  in  production  and 
ready  for  distribution  by  the  end 
of  1951. 

Each  .sash,  .said  Mr.  Levin.son,  is 
BONDERIZED  after  fabrication 
and  given  a  baked  on  prime  coat 
of  paint.  The  sash  is  made  of  hot 
rolled  .steel  .sections  that  are  fab¬ 
ricated  and  fitted  to  form  a  sturdy 
frame.  They  are  made  in  all  stand¬ 
ard  sizes,  as  adopted  by  the  Metal 
Window  Institute,  with  either  a 
push  bar,  spring  latch,  or  cam  latch 
type  operator.  The  ventilators  are 
hinged  on  concealed  bearing  type 
pivots  that  are  an  integral  part  of 
the  frame. 


* 


*  * 


Scale  Miniature  Models 
Aid  Kitchen  Sales 

Modern  kitchen  planning  has 
been  simplified  by  The  Long-Bell 
Lumber  Company  with  the  iiroduc- 
tion  of  a  miniature  kitchen-plan¬ 
ning  kit  complete  with  wooden- 
scale  models  of  the  Long-Bell  Pos¬ 
ture  Perfect  Kitchen  cabinets  and 
a  scaled  planning  sheet. 

The  kit  measures  12x1.3x5' j 
inches.  Manufactured  on  a  three- 


inch  module,  Long-Bell  kitchen  cab¬ 
inets,  manufactured  from  west 
coa.st  woods,  are  designed  to  fit 
mo.st  any  space. 

Applying  the  three-inch  module, 
.scaled  down,  the  housewife  may 
easily  plan  the  work  areas  of  her 
kitchen. 

Two  walls  of  the  kitchen  are  sta¬ 
tionary  with  the  third  adju.stable 
to  the  dimension  of  the  room.  Floor 
of  the  kit  is  covered  with  ruled 
.squares  scaled  to  three  inches. 
Walls  of  the  miniature  unit  are 
machined  to  permit  hanging  of  wall 
units  in  proper  proportion. 

♦  *  » 

New  Tile  Has 
All  Over  Bevel 

A-1  Plastic  Molders,  Inc.,  an¬ 
nounces  a  new  development  in 
pla.stic  wall  tile.  This  new  tile  is  to 
be  known  as  Bev-All. 


Bev-All  has  an  all  over  Bevel 
which  (1)  prevents  “cupping”  .  .  . 
no  projections  or  bars  are  needed 
on  the  back.  It  is  not  necessary  to 
slip  sheet  (always  a  headache  to 
installers.)  (2)  Easier  to  cut  .  .  . 
the  patented  Masti-Seal  rib  ab.sorbs 
cutting  strain  at  edges  and  reduces 
chipping.  Bev-All  cuts  best  on  a 
guillotine  type  flat  lower  plate.  No 
special  grooving  is  necessary.  (.3) 
(CotilitiiiKl  on  Puf/e  5.3) 
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Protect  Those 
With  Horizontal 


Photo  at  left 
shows  horizontal 
sliding  casement 
storm  sash  with 
outer  frame  made 
of  Philippine  ma¬ 
hogany  and  rim¬ 
less  3  16"  thick 
glass  inserts  that 
move  in  pile- 
lined  tracks. 
White  lines  in 
the  photo  were 
drawn  to  empha¬ 
size  the  vertical 
edges  of  the  rim¬ 
less  glass  inserts. 

f*hoto  courti'sv 

Hi  ^s  Mfg.  Co. 


Two-track  alum¬ 
inum  casement 
storm  sash  at  the 
left  has  3  fixed 
lites  at  the  top 
and  larger  fixed 
lite  in  the  center. 
Horizontal  slid¬ 
ing  glass  inserts 
and  screen  pan¬ 
els  are  framed  in 
aluminum.  Class 
and  screen  in¬ 
serts  are  easily 
shifted  about  for 
winter  or  sum¬ 
mer  needs. 

courtrsy 

Corf',  ot 

.im,rud 


From  Data  Furnished  By 
Alumatic  Corp.  of  America 
Rolaglass  Equipment  Co. 
Hess  Mig.  Co. 


(This  is  the  second  of  a  series  of  articles  on 
casement  storm  sash.  The  first  article  which 
appeared  in  the  December  issue  dealt  with 
''clip-on"  casement  storm  sash  and  screens. I 

rpHE  horizontal  sliding  ca.sement 
storm  sash  and  screen  is  an 
extremely  simple  yet  very  ingen- 
iou-s  solution  to  the  problem  of  pro¬ 
viding  winter  and  summer  protec¬ 
tion  for  the  standard  .steel  case¬ 
ment.  It  is  easily  operated,  simple 
to  install,  inconspicuous,  and  pro¬ 
fitable  for  the  dealer.  Although  the 
.storm  window  indu.stry  has  ex¬ 
panded  enormously  since  World 
War  II,  there  are  still  a  great  many 
dealers  who  have  never  handled 
this  particular  type  of  casement 
.storm  sash  so  a  general  de.scription 
is  in  order  at  this  point. 

Like  the  double  hung  .storm  win¬ 
dow  the  horizontal  sliding  ca.sement 
type  has  an  outer  frame  with  tracks 
for  gla.ss  and  .screen  panels.  The 
frame  is  usually  made  of  extruded 
aluminum  and  contains  two  tracks 
in  which  the  two  gla.ss  or  screen 
inserts  slide  horizontally  like  the 
windows  of  a  show  ca.se.  Each  in- 
.sert  moves  in  its  own  track  and 
since  they  move  from  side  to  side 
they  do  not  require  any  springs  to 
hold  them  in  place  as  is  the  ca.se 
with  the  panels  of  a  vertical  double 
hung  window.  The  glass  and  screen 
panels  are  generally  framed  in  ex¬ 
truded  aluminum  and  while  the 
method  of  glazing  varies,  it  will 


k 


January,  1952 


25 


Draity  Casement  Windows 
Sliding  Storm  Sash 


usually  be  found  that  the  glass  is 
set  in  rubber  or  a  vinyl  plastic. 

As  a  result  of  the  shortage  of 
aluminum  new  types  of  wood  hori¬ 
zontal  sliding  ca.sement  .storm  sash 
have  appeared  on  the  market  and 
have  met  with  public  approval.  The 
wood  types  vary  in  design  accord¬ 
ing  to  the  manufacturer  but  the 
type  shown  on  these  pages  has  a 
Philippine  mahogany  frame  with 
two  pile  lined  tracks  in  which  3/16" 
thick  rimless  glass  inserts  can  be 
moved  back  and  forth. 

Whether  made  of  wood  or  metal 
the  inserts  of  both  types  can  easily 
be  lifted  out  of  their  tracks  for 
cleaning  or  for  substituting  .screen 
panels.  The  gla.ss  in.serts  have  a 
rubber,  metal,  or  plastic  .seal  on 
their  vertical  meeting  rails  to  pre¬ 
vent  drafts.  The  design  of  the  seal 
varies  according  to  make. 

As  the  illustrations  show  the 
horizontal  sliding  ca.sement  storm 
.sash  is  not  limited  to  the  simple 
two-panel  design.  It  may  have  a 
fixed  lite  in  the  center  with  slid¬ 
ing  in.serts  or  screens  on  both  sides. 
In  addition  there  may  be  fixed  tran- 
.som  lites  in  the  upper  part  of  the 
storm  .sash.  For  wood  primary 
casement  windows  the  screens  of 
the  horizontal  sliding  type  are  par¬ 
ticularly  advantageous  since  wood 
ca.sements  have  no  center  rail  and 
are  therefore  less  convenient  for 
the  clip-on  casement  .screen. 

Ventilation  is  easily  accomplish¬ 
ed  by  opening  the  right  vent  (for 
example)  of  the  ca.sement  and  the 
left  panel  of  the  storm  sash  or  vice 
ver.sa.  This  permits  indirect  ven¬ 
tilation  without  the  need  of  any 
special  openings  or  other  devices. 


When  cleaning  the  primary  ca.se¬ 
ment  window  it  is  only  necessary 
to  push  both  storm  panels  or 
screens  to  one  side  and  it  is  then 
I)o.ssible  to  reach  out  and  wash  one 


vent.  Both  inserts  are  then  moved 
to  the  opposite  ends  of  their  tracks 
and  the  remaining  ca.sement  vent 
is  cleaned  in  the  .same  manner. 

{Cotitinued  on  Page  34) 
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A  3-lite  horizontal  sliding  aluminum  casement  storm  sash 
with  fixed  center  lite  flanked  by  screens.  Class  inserts  at 
either  end  slide  back  and  forth  in  a  separate  track. 

Hlnitration  couttc^y  A/umatit'  Corf,  of  Amirua 


Above:  Two-lite  aluminum  casement  storm 
sash  with  screen  and  glass  insert  in  outside 
track  and  glass  insert  in  front  track  which 
can  be  moved  aside  to  permit  ventilation 
through  screen.  Right:  A  cross  section  of  a 
two-lite  aluminum  sliding  casement  storm 
sash.  This  type  has  rollers  in  the  bottom 
tracks  to  facilitate  movement  of  inserts.  Space 
above  inserts  allows  them  to  be  lifted  up  and 
out. 

JHuxtrations  courtesy  Alumatic  Corp.  of  Anurtca  (above) 
and  Rolaghss  liquipmcnt  Co.  {ruiht\ 
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Combination  Window  Mirs.  Assn. 
Holds  Annual  Meeting  In  N.  Y. 


Committee  appointed  to  draw  up  industry  code 
setting  standards  for  ethical  selling 
and  advertising  practices 


The  first  annual  meeting  of  the 
National  Combination  Storm 
Window  and  Door  Institute  was 
held  in  New  York  at  the  Hotel 
Lexington  on  December  17th.  It 
was  heavily  attended  by  both  mem¬ 
bers  and  non-members.  Speakers 
invited  to  addre.ss  the  convention 
by  Chares  E.  Hunter,  President  of 
the  NCSWDI  included  Nigel  Bell, 
former  director  of  the  Aluminum 
Division,  N.P.A.;  Sylvan  Hoffman, 
publisher  and  President  of  BUILD¬ 
ING  SPECIALTIES:  Timothy  A. 
Lynch,  Director  of  the  Aluminum 
and  Magnesium  Div.,  N.P.A. ;  John 
L.  Hyanes,  Director  of  the  Build¬ 
ing  Materials  Div.,  N.P.A.;  and 
Robert  H.  Winn,  Ass’t  General 
Coun.sel,  N.P.A.,  in  charge  of  Com¬ 
pliance. 

(ireen  River  Laws 

In  his  short  opening  speech  Syl¬ 
van  Hoffman  brought  up  the  ques¬ 
tion  of  Green  River  laws  and  the 
unethical  advertising  and  selling 
practices  of  .some  dealers  which 
have  become  a  serious  problem  for 
the  industry.  Pointing  out  that  an 
early  .solution  to  these  problems  has 
become  a  matter  of  great  impor¬ 
tance  in  view  of  the  recent  U.  S. 
Supreme  Court  decision  legalizing 
Green  River  laws,  Mr.  Hoffman 
urged  that  committees  be  formed 


to  draw  up  a  set  of  ethical  stand¬ 
ards  for  advertising,  salesmanship, 
and  quality  of  products. 

He  suggested  that  the  associa¬ 
tion  encourage  the  u.se  of  standard 
nomenclature  throughout  the  in¬ 
dustry  and  an  emblem  or  seal  of 
quality  which  would  protect  cus¬ 
tomers  and  legitimate  dealers.  He 
also  propo.sed  that  the  NCSVV'^DI 
launch  a  nationwide  advertising 
campaign  to  increase  public  aware- 
ne.ss  of  the  value  and  importance 
of  combination  windows  and  doors 
and  thus  help  promote  the  .sale 
of  these  products  at  the  dealer  level. 

.Association  I*raised 

The  a.ssociation  was  praised  for 
its  accomplishments  and  for  its 
helpfulness  to  the  Government  by 
Timothy  Lynch  who  then  spoke 
frankly  about  the  aluminum  situa¬ 
tion.  A  year  ago,  he  .said,  he  had 
looked  forward  to  the  .second  quar¬ 
ter  of  1952  when  it  .seemed  that 
there  would  be  more  aluminum  for 
civilian  busine  s  but  the  require¬ 
ments  of  the  defen.se  supporting 
industries  have  rapidly  increased 
and  have  cut  down  the  available 
supply  of  metal  for  non-defen.se 
fabricators. 

Mr.  Lynch  said  very  bluntly  that 
relief  would  not  come  until  the  end 
of  1952  or  the  fir.st  quarter  of  1953 


unle.ss  the  returning  Congress  takes 
a  different  view  or  international 
tension  abates.  He  added  that 
Charles  E.  Wil.son,  who  heads  the 
nation’s  rearmament  program,  was 
not  hopeful  for  1952  and  felt  that 
it  would  be  foolhardy  for  the 
American  people  to  relax  their  de¬ 
fense  effort  if  World  War  III  was 
to  be  staved  off. 

.Aluminum  Situation 

Further  light  was  shed  on  the 
aluminum  situation  by  John  L. 
Haynes  of  the  Building  Materials 
Division  of  the  N.P.A.  who  re¬ 
vealed  that  the  amount  of  metal 
available  to  civilian  indu.stry  had 
been  reduced  from  100  million 
pounds  to  48  million  pounds.  His 
own  department,  he  .said  had  been 
reduced  from  11*  •>  million  to  4'  -» 
million  pounds. 

The  Building  Materia’s  Division, 
said  Mr.  Haynes,  was  still  in  the 
proce.ss  of  weeding  out  applicants 
for  aluminum  who  were  not  really 
legitimate  manufacturers  and  was 
seeking  to  form  an  indu.stry  advis¬ 
ory  committee  of  manufacturers 
who  would  help  his  department 
allocate  metal  to  tho.se  applicants 
who  were  entitled  to  it.  Allen  M. 
Douglass,  First  Vice  Pres,  of 
NCSWDI,  spoke  in  defense  of  Mr. 

{Continued  on  Page  43) 
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1 — Board  of  Directors  and  Officers  who  were  unanimously  publisher  of  BUILDING  SPECIALTIES,  making  the  opening 

confirmed  in  office.  L  to  R:  Harold  Ciblin,  Exec.  Sec’y;  speech.  4 — L  to  R:  John  L.  Haynes,  Director,  Bldg.  Ma- 

A.  ).  Zappone,  2nd  Vice  Pres.;  Robert  Agulnick;  Allen  M.  terials  Div.,  N.P  A.:  Timothy  Lynch,  Director,  Aluminum 

Douglass,  1st  Vice  Pres.;  C.  E.  Hunter,  Pres.;  V.  Van  Fleet;  end  Magnesium  Div.,  N.P.A.,  and  Robert  H.  Winn,  Ass’t 

J.  Lipman,  Sec’y-Treasurer;  R.  Saalfeld.  2 — Charles  E.  General  Counsel,  N.P.A.  5 — A  view  of  the  audience  listen- 

Hunter,  Pres.,  addressing  the  meeting.  3 — Sylvan  Hoffman,  ing  to  a  speech  by  C.  E.  Hunter. 
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FUTH  Md  mim 


We  begin,  herewith,  a  new  year. 

What  will  1952  be  like?  What  of  the 
aluminum  situation?  What  new  restric¬ 
tions,  regulations,  shortages  will  settle, 
like  a  pall,  around  our  corporate 
shoulders?  How  shall  we  plan? 

Some  of  the  answers  to  these  questions 
may  be  found  in  the  past  (at  least  to  the 
extent  of  knowing  what  not  to  expect 
in  the  way  of  aid  from  outside  sources). 

We  believe  in  learning  from  experience 
.  .  .  and  the  experienced. 

There's  a  certain  atmosphere  of  self- 
assurance  that  comes  over  you  when 
you've  licked  a  bad  situation.  We,  at 
Warner  Manufacturing  Corporation  are 
learning  to  benefit  from  the  effects  of 


the  aluminum  problem.  Engineering  is 
increasing  in  design  effort.  Production, 
while  reduced,  is  improved  by  better 
methods,  innovations  and  developments 
that  make  a  Warner  association  more 
desirable  than  ever. 

Why  this  optimism  ot  Warner's?  We 
think  much  of  the  answer  is  in  the  fact 
that  we  have  not  paused  in  our  progress 
toward  the  goals  we  set  for  ourselves 
in  production,  development,  design, 
distribution.  New  products  hold  much 
promise  of  continuing  Warner  leader¬ 
ship. 

The  confidence  we  feel  enables  us  to 
chart  a  true  course  and  bring  our 
"passengers"  to  their  chosen  destina¬ 
tion.  Faith  keeps  America  strong. 


P.S.:  There  is  no  magic  formula  for  solving  shortage  problems.  Getting 
first-hand  information  promptly  helps  in  your  planning;  support  of 
industry-wide  activities  gets  results.  For  these  reasons,  you  are  invited 
to  join  the  National  Combination  Storm  Window  &  Door  Institute,  Inc., 
of  which  Warner  is  a  charter  member.  Inquiries  sent  to  Warner  will  be 
forwarded  to  the  proper  Institute  officers  for  reply. 


WARNER  WEATHER-MASTER  COMBINATION  STORM  WINDOWS. 
DOORS  AND  PORCH  ENCLOSURES 

MANUFACTURED  BY 

uihriier  mfG.  corp. 

8  5  5  COMMUNIPAW  AVENUE 

JERSEY  CITY,  N.  1. 
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ts  B.  S.  REPORTER 


Awncdr  Appoints  Grosse 
As  Sales  Director 

Awnair  Corp.  of  America, 
Wayne,  N.  J.,  manufacturers  of 
Venetian  type  aluminum  awnings, 
recently  announced  the  appoint¬ 
ment  of  Tom  Grosse  as  Director  of 
Sales.  Mr.  Grosse  has  been  sales 
manager  of  the  company  for  the 
past  year  and  has  had  considerable 
experience  in  the  metal  awning 
field. 


screens,  recently  celebrated  the  ex-  uous  production  line  which  will  in- 
pansion  of  its  facilities  with  an  in-  crease  efficiency.  Schmidt  e.stimated 
formal  buffet  luncheon  which  was  the  new  arrangement  will  permit  a 
heavily  attended  by  friends  of  the  25^  increase  in  productij)n  and  a 
company.  According  to  Harry  A.  15^^  saving  in  labor  co.sts. 
Schmidt,  Sales  Manager  of  the  com¬ 
pany  which  is  located  in  New  York 
City,  the  new  building  will  pro¬ 
vide  20,000  additional  .square  feet, 
bringing  the  total  area  to  40,000 
•square  feet. 

Since  the  new  and  old  buildings 
adjoin  each  other,  it  will  now  be 
possible  for  the  company  to  re¬ 
arrange  its  machinery  in  a  contin- 


A.  W.  Barnhart  Adds  10,500 
Sq.  Ft.  To  Its  Facilities 

A.  W.  Barnhart  Co.,  manufac¬ 
turers  of  ca.sement  storm  sash  and 
screens  in  Port  Chester,  N.  Y.,  an¬ 
nounce  an  enlargement  of  the  com¬ 
pany’s  factory  by  10,500  square 
feet.  In  addition,  Barnhart  now  has 
(Contuiued  on  Page  49) 


Trimedge,  Inc.  Plans  $750,000  Plant  Expansion; 

William  L.  Bonnel  Named  President 

Trimedge,  Inc.,  Youngstown,  old  Itts  was  born  in  Young.stown 
Ohio,  manufacturing  extruded  and  in  traditional  Alger  book  style 
aluminum  mouldings,  is  embarking  {Continued  on  Page  51) 

on  a  $750,000  ex- 
pa  n  s  i  o  n  program 
which  includes  a 
new  aluminum 
smelting  plant  in 
Youngstown  and  ex¬ 
trusion  plants  in  the 
New  York  area,  in 
California,  and  in 
either  Georgia  or 
F'lorida. 

The  board  of  di¬ 
rectors  has  also  ap¬ 
proved  six  executive 
promotions  which 
became  effective 
January  first.  Mar¬ 
vin  H.  Itts,  founder 
of  Trimedge  and  its 
president  since  the 
firm's  incorpora¬ 
tion  has  moved  up 
to  chairman  of  the 
hoard.  The  38-year- 


Before  coming  to  Awnair  Mr. 
Grosse  was  president  of  the  origi¬ 
nal  Northern  N.  J.  Koolvent  Corp. 
and  prior  to  that  was  Sales  Man¬ 
ager  of  the  Tracy  Mfg.  Co.  of 
Pittsburgh.  He  also  was  hou.se- 
wares  Sales  .Manager  for  Conti¬ 
nental  ('an  Co.,  Inc.  in  New  York 
where  he  was  in  charge  of  national 
distribution. 

According  to  the  company  an¬ 
nouncement.  Awnair  intends  to 
continue  its  })re.sent  policy  of  ex¬ 
panding  sales  and  advertising  into 
new  territories. 


Morvin  T.  Itts 


Universal  Fabricators 
Doubles  Size  Of  Plant 

Universal  Fabricators,  manufac¬ 
turers  of  aluminum  ca.sement  storm 
.sash,  steel  and  aluminum  casement 


A.  Z.  R«ich 


Corrol  T.  Lwtz 


Gerald  Marks 


January,  1952 
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On  The  House 

(Continued  from  Page  15) 

of  any  application  of  which  you 
are  particularly  proud  together 
with  all  the  information  you  can 
give  us  about  it. 

m  *  * 

Despite  inflation  and  material 
shortages  the  balance  sheet  for 
1951  shows  many  favorable  items 
which  point  encouragingly  toward 
the  future.  People  have  plenty  of 
money  to  buy  home  improvements 
and  as  proof  of  this  we  can  cite  a 
statement  by  Carl  G.  Freese,  pres¬ 
ident  of  the  National  A.ssociation 
of  Mutual  Savings  Banks,  who 
points  out  that  savings  increa.sed 
by  more  than  800  million  dollars 
last  year  as  compared  with  $750 
million  in  1950.  In  fact,  the  deposit 
total  has  zoomed  to  $21  billion  for 
the  first  time  in  135  years.  Mean¬ 
while  .savings  and  loan  institutions 
have  reported  an  increase  of  $2 
billion  in  .savings  accounts. 

*  *  « 

Other  favorable  items:  61  mil¬ 
lion  people  are  still  employed  (a 
higher  total  than  in  19.50) ;  farm 
income  closely  approached  the 
record  figure  of  $17  billion  800 
million  e.stablished  in  1947;  and 
construction  of  new  buildings  and 
homes  came  within  striking  dis¬ 
tance  of  the  figure  set  in  19.50. 

*  *  * 


STEEL  CASEMENT 


by  the  bushel 


pftoriri 


A  DEAL  YOU  CAN’T  WUSSl 


ALL  CUSTOMERS  SATISFIED 
NO  INSTALLATION  NECESSARY 


BIG 


FIVE!#  ■  VI  REASONS  WHY 

You  Should  Sell 

BARHHART 

Aluminum  Storm  Panels  For 
All  Mokes  of  Steel  Casements 

1.  A  tremendous  100%  to  200%  profit  on  a  twenty-five  year  proven  quality 
product  approved  by  EVERY  casement  manufacturer. 

2.  No  labor  installation  problem  and  no  costly  call  backs. 
Headaches  are  eliminated. 

3.  Only  three  standard  sizes,  fit  any  roto  casement  without  preparation. 
Interchangeable  with  standard  screens. 

4.  Glazed  in  SECONDS  by  anyone.  It's  the  easiest  panel  in  the  world  to  glaze. 


Finally  there  is  this  to  consider. 
The  .severe  cutbacks  in  television, 
automobiles,  refrigerators,  radios, 
and  other  consumer  durables  mean 
that  the  specialty  dealer  will  have 
less  competition  for  the  consumer’s 
dollar  than  he  has  had  in  previous 
years.  Sure,  it’s  true  that  people 
are  hanging  on  to  their  money  and 
that  selling  is  hard  today.  On  the 
other  hand,  home  owners  can  un¬ 
doubtedly  afford  to  buy  what  the 
specialty  dealer  has  to  sell.  Fur¬ 
thermore  they  are  in  a  mood  to 
invest  their  money  in  a  .safe,  tan¬ 
gible  asset,  and  for  the  average 
home  owner  this  is  most  likely  to 
be  his  own  home.  The  more  it  is 
improved,  the  more  its  value  rises. 
There  are  thus  many  favorable  as- 
(Continucd  on  Page  34) 


5  Saves  80%  to  90%  of  heat  otherwise  lost  at  only  52%  of  cost. 

BUI  BEST. . .  BUY  BARRHART  STORM  SASH 

DELIVERY  SUBJECT  TO  AVAILABILITY  OF  MATERIALS 


Completely  Glozcd  3  High  Fixed  Aluminum  Storm  Ponel 
Mode  and  Glozed  By  You  For  Only  S3  75  .  .  .  Mode  By  Us 
but  Glozed  By  You.  $4.55. 

SEND  FOR  SAMPLES  and  PRICE  LISTS 

Typ«»  S<r««n  or  Storm  Soth  Siiot 

12  16  -  V,  «  23Vl 

13  I6-S«ii36 

U  16  -  Vg  X  4t<'4 


A<k  About  Our  Special  Otter  On 
STANDARD  TYPE  13  SCREENS 
Bronze  Lacquer  Finish  Special  Wire 
For  ONLY  $1.22 


(f’fje  A.  W.  BARNHART  CO. 

Manufacturers  and  Distributors  s.n 

SteeUAIuminum  Storm  Sosh.  Screens.  Gloss  Jalousies, 
Combination  Units,  Etc. 


MAIN  OFFICE  AND  FACTORY 

140  Highland  Streat  •  PORT  CHESTER,  N.  Y. 
Talephone:  POrt  Chastar  S-2320 
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This  is  ALL  YOU  NEED... 


to  assemble  the  NEW  W-8! 


New!  Model  W-8  "Weatherite"  Wood  &  Aluminum 
Window  Now  Ready  For  Immediate  Delivery! 

Your  hands  are  all  you  need  to  assemble  this  new  Winsulite  wonder!  This 
new  W-8  is  engineered  to  the  highest  standards  known!  Constructed  of 
Toxic-treated  white  pine,  primed,  framed  with  Aluminum  inserts!  All  the 
easy-to-sell  beauty,  convenience,  and  operational  features  that  have  made 
WINSULITE  America’s  finest!  Write  or  call  today  for  full  details! 

WINSULITE  MANUFACTURING  CO. 

717-29  N.  Cenlntl  Ave.,  l{allimore  2,  .Md.  •  Phone  E.-\slern  6868 


CLASSIFIED  ADS  BRING  RESULTS! 

Need  a  sales  manager  or  salesman?  Want  installation  contractors?  Looking  for 
a  position  in  the  field?  Have  a  business  to  sell?  For  any  of  a  dozen  needs,  place 
your  classified  ad  in  BUILDING  SPECIALTIES!  If  really  brings  results! 

Low  rates  are  as  follows: 

25c  per  word  with  a  minimum  charge  of  $5. 

3  months  at  20c  per  word,  per  insertion. 

Send  Your  Ad  with  Check  or  Mottey  Order  to 
CLASSIFIED  DEPARTMENT 

BUILDING  SPECIALTIES 

425  Fourth  Avenue  New  York  16,  N.  Y. 


Washington  Dealer 

(Continued  from  Page  19) 

At  the  bottom  of  each  contract  it; 
a  clause  which  stipulates  that  the 
customer  gets  a  dividend  of  from 
$5  to  $30  (depending  on  the 
amount  of  sales  resulting).  This 
sum  is  paid  within  two  weeks  after 
approval  of  a  recommended  order. 

With  the  contract  the  customer 
is  also  given  a  set  of  return  pre¬ 
paid  postcards,  stapled  together. 
This  leaves  room  to  check  off  ret*- 
ommendations  for  .sales  of  storm 
windows,  awnings,  dehumiditiers, 
and  Venetian  blinds.  Then  all  a 
customer  has  to  do  is  to  mail  in  a 
lead  every  time  he  or  she  knows  of 
one. 

An  open  booth  in  the  annual 
spring  show  of  the  Washington 
Home  Builders  at  the  District 
.Armory  has  enabled  the  firm  to  ef¬ 
fectively  pre.sent  all  of  its  prod¬ 
ucts  to  an  interested  public.  There 
are  always  at  lea.st  three  salesmen 
on  hand  and  manufacturers’  litera- 
(Continned  on  Page  38) 


“RED-LUME” 

by  NASH 

A  completely  self-storing  com¬ 
bination  Storm  &  Screen  win¬ 
dow,  with  o  clear  Redwood 
main  frame.  All  inserts  of 
aluminum  including  sash  sides. 
Each  sash  slides  in  its  own 
track,  plus  all  the  features  of 
the  famous  NASH  ALUMINUM 
WINDOW. 

NASH  MANUFACTURING  CO. 

LONG  BRANCH,  N.  J. 

NFU/ARV  M  I 

BRANCHES  AT:  PHILADELPHIA 
BALTIMORE 


LOS  ANGELES  15,  CALIF 


C-THRU  ALUMINUM  AWNING  CO 


January,  1952 


Exclusive  C-THRU  Features: 


Yes,  the  PACKAGED  PACE-SETTER  that  amazed  the  indus¬ 
try  last  year  is  now  arrayed  in  GAY  COLORS!  That  means 
even  MORE  SALES  for  this  revolutionary  ALUMINUM 
AWNING  that  can  be  assembled  in  minutes. 

C-THRUS  come  in  four  BAKED  ENAMEL  COLORS  that  will 
wilt  the  sales  resistance  of  any  proud  homeowner.  What's 
more  .  .  .  your  customer  gets  complete  LIGHT,  and  perfect 
VENTILATION.  It's  a  PROFIT  WINNER  any  way  you  look 
at  it.  Write  for  full  particulars  TODAY  .  .  .  see  how  YOU 
con  cash  in  on  this  sure-fire  sales  item! 


LIGHT 


C-THRU'S  tnginctrcd  leuvart 
liaap  tha  tun  away  from 
your  windows,  and  ollows 
comploto  oir  circulotion.  No 
dood  oir  pockots  moons  fom- 
poroturos  loworod  os  much 
os  17  degrees. 


C-THRU'S  patented  curved 
louvers  breok  up  harsh,  out¬ 
side  light  which  enters  your 
room  soft,  glareless  and  dif¬ 
fused.  No  more  dreary 
rooms  with  this  exclusive 
feature. 


Available  in  30  standard  sixes 
and  7  color  combinations. 


JOBBERS:  Write  or  wire  immediately  for  further  information. 
DEALERS:  Contact  us  for  location  of  your  nearest  jobber. 
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A  2-Track  Aluminum  Combination 
Window  Available  for  You! 


if  Rigid  Construction 
if  Extra  Large  Lift 
if  No  Unnecessary  Gadgets 
if  Simplicity 
if  Noise  and  Draft-Free 


Aluminum  Shortage 

(CinitiiiKt (1  from  Page  17) 

tion  of  aluminum  producing  facil¬ 
ities  have  been  completed  the  na¬ 
tion’s  production  will  reach  3  billion 
pounds. 

However,  even  before  the  jires- 
ent  authorized  facilities  are  com¬ 
pleted.  the  expansion  program  may 
be  increa.sed  again  and  it  is  known 
that  defen.se  officials  are  already 
contemplating  facilities  to  produce 
another  500  million  pounds.  When 


if  All  Extruded  Aluminum 
if  Top  and  Bottom  Ventilation 
if  Triple  Action 
if  Custom  Built 

if  Full  Length  Interlocking  Meeting  Rail 


military  requirements  are  more 
clearly  defined  action  on  this  con¬ 
templated  program  is  expected. 

In  the  meantime  the  amount  al¬ 
lowed  for  this  quarter  is  only  20' ^ 
of  the  1950  base.  We  may  have 
aluminum  coming  out  of  our  ears 
by  195.3  but  there  will  be  rough 
sledding  in  1952  for  small  alum¬ 
inum  manufacturers  and  their 
dealers  unle.ss  i)ressure  is  brought 
to  bear  on  the  Government  by 
small  business. 

That  there  will  be  jiressure  on 


the  Administration  to  lift  the 
weight  of  the  armament  burden 
from  civilian  industry  cannot  be 
doubted.  It  will  come  not  only  from 
small  business  but  from  all  civilian 
indu.stry  which  is  suffering  from 
sharp  cutbacks,  from  labor  unions 
whose  members  are  being  thrown 
f)ut  of  work,  from  the  growing 
number  of  frightened  citizens  who 
fear  that  the  Government’s  huge 
tax-and-spend  program  may  bank¬ 
rupt  our  economy,  and  from  the 
Administration’s  own  political 
leaders  who  fear  that  economic 
di.stre.ss  will  Imperil  its  chances  of 
survival  in  an  election  year. 

1952  will  indeed  be  a  decisive 
year  and  a  lot  of  doubt  and  uncer¬ 
tainty  for  the  specialty  business 
may  be  dispelled  before  the  next 
quarter  of  the  year  is  over.  Many 
of  the  pressures  mentioned  above 
may  come  to  a  boiling  point  by 
then  and  Washington  may  find  it 
necessary  to  change  some  of  the 
policies  now  causing  so  much  dis- 
tre.ss  to  small  busine.ss. 


On  The  House 

(Coutinued  from  Page  31) 

pects  to  today’s  economic  situation 
as  far  as  the  specialty  dealer  is 
concerned.  In  the  final  analysis  it 
is  all  a  matter  of  intelligent  and 
aggressive  .selling. 

Casement  Storm  Sash 

{Continued  from  Page  25) 

The  method  of  application  de¬ 
pends  on  the  design  and  the  policy 
of  the  manufacturer.  Some  dealer.' 
have  careful  measurements  made 
of  the  window  to  be  fitted  and  then 
put  in  an  order  with  the  manufac¬ 
turer  for  a  completely  a.s.sembled 
.storm  .sash.  Others  prefer  to  make 
up  the  storm  sash  out  of  extruded 
aluminum  channels  either  in  their 
shop  or  on  the  job. 

Practically  all  .storm  sash  of  this 
kind  are  installed  on  the  inside  of 
the  primary  ca.sement  although 
there  are  some  types  which  can  be 
placed  on  the  outside  of  inward 


A  Few  Choice  Territories  Still  Open.  Phone  or  WRITE  TODAY! 

CHARLES  CO. 

228  NEW  STREET  WALNUT  2-7808-3566  PHILADELPHIA,  PA. 


January,  1952 


•swinpin^  casement  windows.  In 
any  case,  when  properly  installed 
the  modern  casement  storm  .sash 
is  .so  inconspicuous  as  to  be  almost 
invisible. 

The  .storm  sash  frame  is  placed 
so  that  ample  clearance  is  allowed 
for  window  locking  handles  and  the 
lever  or  rotor  type  operators  which 
open  and  clo.se  the  ca.sement.  Slight 
changes  are  sometimes  necessary  to 
avoid  interference  with  the  opera¬ 
tion  of  the  ca.sement  window  or 
storm  .sash.  It  may  be  necessary, 
for  example  to  move  Venetian 
blinds  further  back  into  the  room 
by  shifting  the  brackets  or  the 
locking  handles  or  operators  may 
have  to  be  replaced  by  others  which 
permit  more  clearance. 

The.se  changes  are  not  always 
neces.sary  but  must  be  anticipated 
and  explained  to  the  customer  at 
the  time  the  .salesman  makes  his 
estimate  .so  that  a  charge  for  this, 
change  can  be  included  in  the  orig¬ 
inal  contract.  Some  manufacturers 
even  provide  special  fittings  which 
can  be  u.sed  to  replace  the  old 
handles  or  rotor  mechanisms. 

Kitchen.s  and  Hathr(M>ms 

In  kitchens  or  bathrooms  where 
the  tile  may  extend  only  half  way 
up  the  window  frame,  the  open 
space  between  the  side  rails  and 
the  wall  is  usually  filled  with  a 
metal  or  wood  part  which  matches 
the  material  of  which  the  unit  is 
mafb*. 

When  the  outside  framing  is  fa.s- 
tened  to  wood  or  firm  plaster 
screws  are  sufficient  to  hold  the 
.storm  .sash  in  place.  If  the  plaster 
is  soft,  lead  or  fibre  plugs  are  in¬ 
serted  into  previously  drilled  holes 
to  hold  the  .screws.  Where  the  wall 
surfaces  are  somewhat  uneven  any 
spaces  under  the  rails  must  be 
caulked.  On  a  smooth,  firm  surface 
it  is  not  always  neces.sary  to  use 
caulking  since  the  rails  will  .some¬ 
times  bite  into  the  wall  and  form 
a  tight  .seal. 

Experienced  dealers  avoid  mak¬ 
ing  gla.ss  inserts  that  are  too  high 
or  too  wide  since  they  become 

(Continued  on  Page  36) 


3S 


A  Combination 

STORM  and  SCREEN  DOOR 


STAINLESS  STEEL 


DOOR  TO  PROFITS 


11  MAJOR  POINTS 
of  SUPERIORITY 


*0  Super-strong  welded  corners. 

'©  Heavy  duty  door  check. 

«  Double  strength  gloss. 

Hinges  of  stainless  steel,  welded-in. 

■Q  Stainless  steel  reinforced  welded  push-bar. 
.Q  Screen  wire  of  stainless  steel. 

©  Quick  change-over  from  glass  to  screen. 

'O  Slaymaker  mortise  stainless  steel  lock. 

.©  Stainless  steel  expanding  channels  —  for 
custom  fit. 

Reinforced  stainless  steel  welded  channels  for 
extra  door  strength. 

O  "Tufflex"  Soundproofing. 


Challenger  Combination  Storm  and 
Screen  Doors  arc  precision  engineered  to 
give  you  the  ultimate  in  design,  material 
and  construction. 

Excellent  consumer  acceptance!  Big  profit 
opportunity!  Investigate  today! 


Immediate 

Delivery 


Xhollenger  Products,  tne.  Dept.  SJ 
2601  Penn  Ave.,  Pittsburgh  22,  Pa. 
Gentlemen:  Please  send  me  more  information 
'  on  my  "Door  to  Profits''! 

I  Contractor  Q]  Jobber  Q  Deoler  □ 


2601  Penn  Ave.,  Pittsburgh  22,  Pa. 
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•  GREATER  PROFITS 
AND  EASIER  SALES 

•  A  SUPERIOR  PROD¬ 
UCT  —  WILL  OUTSELL 
OTHERS 

•STURDY  CON- 
STRUCTION  AND  SE¬ 
LECTED  MATERIALS 


•  FURNITURE  FINISH 
FOR  GREATER  BEAU¬ 
TY 

•  SELF  -  STORING  — 
VERY  FASILY  OPER¬ 
ATED 

•  PROMPT  DELIVER. 


lES  —  SAFE  AND  EF* 
FICIENT 

•  MANY  FINE  EX 
CLUSIVE  FEATURES 

•  NATIONALLY  AD¬ 
VERTISED 

•  EXCLUSIVE  TERRI 
TORIES  AVAILABLE 


WRITE  FOR  FURTHER  INFORMATION 

/  Se^Stcnintj 

^  REDWOOD  COMBINATK 


STORM  WINDOWS 


FEATNEI-LITE  NANUFA(Tlliir%N^^^^ 


ntfLYMMNAVI. 


DfTtorr  ai.  MiamAM 
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Casement  Storm  Sash 

(Continued  from  Page  35) 
clum.sy  to  handle  when  they  are 
excessively  large.  There  is  also  a 
decrease  in  rigidity  with  greater 
lengths.  While  there  are  exceptions 
to  the  rule  depending  on  the  mate¬ 
rial  u.sed,  it  is  generally  considered 
necessary  to  install  a  cross  mem¬ 
ber  to  divide  windows  that  are 
higher  than  about  5  feet. 

In  .some  installations  the  top  and 
two  side  rails  or  tracks  are  per¬ 


manent  while  the  bottom  rail  is 
left  removable  to  facilitate  clean¬ 
ing.  However,  the  removable  bot¬ 
tom  rail  is  not  favored  by  all  man¬ 
ufacturers. 

Some  KD  dealers  in.stall  the  four 
tracks  from  extruded  aluminum 
lengths  cut  to  fit  on  the  job.  Care¬ 
ful  measurements  are  then  made 
and  the  screens  and  glass  in.serts 
are  made  in  the  shop.  The  inserts 
are  then  delivered  by  the  in.stalla- 
tion  mechanic  who  places  them  in 


their  tracks  and  tests  them  for 
proper  operation. 

He  then  instructs  the  home  own¬ 
er  or  his  wife  in  the  operation  of 
the  new  storm  sash.  This  includes 
the  sliding  of  the  inserts  from  side 
to  side  so  that  the  primary  case¬ 
ment  can  be  opened  and  closed,  how 
to  arrange  the  ca.sement  vents  and 
the  .storm  .sash  panels  for  indirect 
ventilation,  and  the  removal  and 
insertion  of  the  glass  and  screen 
panels. 

Regardless  of  whether  the  storm 
sash  is  made  of  wood  or  metal  or 
whether  it  is  installed  completely 
a.s.sembled  or  put  together  on  the 
job,  a  final  demonstration  by  the 
in.stallation  man  is  extremely  im¬ 
portant  and  often  helps  prevent  a 
usele.ss  .service  call. 

Enough  has  been  .said  to  show 
that  sliding  horizontal  ca.sement 
.storm  sash  installation  is  relatively 
simple  and  the  experience  of  deal¬ 
ers  now  handling  this  product  indi¬ 
cates  that  it  is  not  only  profitable 
but  that  a  great  market  exists 
which  only  awaits  the  attention  of 
the  alert  and  aggre.ssive  dealer. 

Insulating  Siding 

(Continued  from  Page  21) 
home,  .sell  him  on  one  of  these 
other  applications.  They’ll  build 
your  .sales  volume  and  your  profits. 

Gordon  Estes  of  Globe  Siding 
Products  Co.  ba.ses  his  optimism  for 
1952  on  the  fact  that  it’s  an  elec¬ 
tion  year.  He  doesn’t  like  to  mix 
politics  with  .selling  but  realizes 
they  do  mix  neverthele.ss.  With  the 
administration  anxious  to  .stay  in 
power,  some  relaxation  of  credit 
seems  certain,  Mr.  Cullin  .says. 
This  means  more  inflation,  more 
pressure  on  builders  and  home  mod¬ 
ernizers  to  trim  costs.  Since  they 
can  do  it  with  insulating  siding, 
without  hurting  quality,  he  believes 
this  a.sphalt  ba.se  material  will  be 
more  jjopular  than  ever  in  1952. 

Marvin  Greenwood  of  the  Celo- 
tex  Corporation  thinks  that  the 
rich  farm  market  and  the  South¬ 
ern  and  Southwestern  sections  of 
(Continued  on  Page  40) 


Are  You  Getting  Your 
Share  of  The  Profits? 

Is  Your  MASTIC  Depend¬ 
able  and  Trouble-Free? 

Is  Your  Mastic  Backed  By 
Over  37  Years'  Experience 
In  Residential  and  Indus¬ 
trial  Protective  Coatings? 


For  Guaranteed  Dependability  And 
Substantial  PROFITS  . . .  Investigate 


MODERN  MIRACLE  WALL  TEXTURE 


ttll 

-iHlI 

iU 

itii 

A  New,  Longer  Lasting 
Surface,  Pressure-Sealed 
To  Old  Concrete,  Stucco, 
Brick,  Shingle,  Clapboard 
and  Cinder  Block  Walls 


AN  EXCLUSIVE 
WURTZILITE 
FORMULA 


SOLD  WITH  10-YEAR 
FACTORY  REPLACEMENT 
GUARANTEE 


The  CARBO-TEX  formula  is  the  result 
of  yeors  of  research  and  experiment.  It 
is  composed  of  selected,  protective  oils, 
combined  with  long-lasting  mica  and 
osbestos.  In  addition,  CAR60-TEX  is  the 
only  exterior  wall  coating  containing 
WURTZILITE,  a  remarkable,  natural 
mineral  rubber  that  adds  to  the  resili¬ 
ency  and  flexibility  of  the  coating, 
thereby  assuring  longer  life.  One  coot 
of  CARBO'TEX  is  equal  in  thickness  to 
about  10  COATS  of  ordinary  paint. 

.  .  .  It  adheres  to  the  wall  surfaces  io 
which  it  is  applied,  and  will  not  powder 


Protective  Coatings  is  Carbozite's  business  .  .  .  and 
has  been  for  over  37  years.  Large  industrial  users 
of  mastics  and  waterproof  compounds  endorse  and 
recommend  Carbozite  products  for  their  quality  and 
dependability  .  .  .  and  CARBO-TEX  is  one  of  the 
most  revolutionary  in  this  famous,  extensive  line  of 
protective  coatings.  CARBO-TEX  is  not  a  paint  or 
cement  wash,  but  a  thick,  textured  resurfacer,  in 
White  and  Pastel  Colors,  applied  by  powerful 
air-pressure  to  all  types  of  exterior  walls.  It  fuses 
itself  to  old  wall  surfaces  and  provides  a  seamless, 
steel-like  armor  that  protects,  and  adds  fresh,  last¬ 
ing  beauty.  No  other  exterior  wall  mastic  offers  you 
such  controlled  quality. 

CARBO-TEX  dependability  means  greater  profit 

for  you  .  .  .  more  satisfaction  for  your  customer. 


I  Carbozite  Protective  Coatings,  Inc. 
I  101  Cedar  St.,  New  York  6,  N.  Y. 


Please  send  information  regarding 
franchises  and  available  territories. 


’fAcrs: 


CARBOZITE  PROTECTIVE  COATINGS, 

101  CEDAR  STREET,  NEW  YORK  6,  N.  Y. 

Carbo-Tex  Division  Phone:  Dlgby  9-3170 
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SOMETHING  NEW! 

Aladdin  STEEL 
Combination  Windows 

In  Beautiful  Aluminum  Finish 


Aladdin  Steel  Combination  Windows  put  you  20  jumps  ahead  of 
your  competition.  As  a  matter  of  fact,  there  is  no  competition;  you 
don't  have  to  cut  prices  or  offer  specials.  With  Aladdin  you  have  a 
top  quality,  finely  engineered,  easily  installed  window  with  EXTRA 
sales  features  that  no  other  dealer  can  touch  .  .  .  and  no  homeowner 
can  resist. 


No  Competition  —  Brand  New  Sales  Features 


KD  —  or  assembled. 

Fast,  simple  installation;  special  features  that  will  save 
you  time  and  money. 

A  surprisingly  attractive  price. 

Precision  made  by  experienced  manufacturers,  with  the 
finest  engineering.  No  costly  service  calls,  no  misfits. 


j^^^eoMh^^iel^^^^AMt^rODAIMoMnformatioi^^J 

ALADDIN  MFC.  CO. 

1510  S.  State  Street  Girard,  Ohio 

Phone:  Girard  5-9421 


Washington  Dealer 

(Continued  from  Page  32) 

ture  i.s  .spread  around  on  tables  to 
be  picked  uj). 

At  the  last  show  considerable  in¬ 
terest  was  attracted  by  the  u.se  of 
a  pretty  woman  model  demonstrat¬ 
ing  a  .season-all  outside  ca.sement 
window.  This  show  was  on  for  15 
days  and  resulted  in  obtaining  con¬ 
siderable  leads  which  were  profit¬ 
ably  followed  through. 

In  its  newspaper  campaign  in 
the  “Washington  Star”  and  “Wash¬ 
ington  Times-Herald,”  the  firm 
runs  at  lea.st  four  small  ads  a  week, 
measuring  3  inches,  single  column, 
illustrated  and  concentrating  on 
storm  windows.  Occasional  larger 
copy  gives  a  further  de.scription  of 
the  features  of  the  product,  play¬ 
ing  up  economy  and  comfort  and 
carries  a  coupon  to  be  .sent  in  for 
an  appointment. 

The  direct-mail  campaign  is  di¬ 
vided  into  two  categories:  home- 
owners  and  the  other,  builders  and 
architects.  The.se  have  prepaid 
jiostcards  atli.xed.  They  play  up 
the  advantages  of  the  product  and 
give  a  detailed  exiilanation  of  its 
operation. 

Leads  are  followed  through  by  a 
staff  of  28  outside  .salesmen  who 
cover  all  of  metropolitan  Washing¬ 
ton,  none  of  the  men  having  as 
signed  territories.  They  are  paid 
on  a  commission  basis,  with  one- 
half  of  the  commission  paid  upon 
approval  of  the  order  and  the  bal¬ 
ance  upon  installation.  Twenty 


ORDER  YOUR  COPY  TODAY! 

The  1952  Edition  of 
ROOFING,  SIDING  and 
BUILDING  SPECIALTIES  MANUAL 


"Worth  its  weight  in  gold." 

"We  think  your  Manual  is  terrific.' 
"The  Bible  of  the  Industry." 

Those  are  iust  a  iew  oi  the  com¬ 
ments  the  1951  edition  produced. 


Order 

Now 

from 


*3 


00 


Postpaid 


Building  Specialties 

42S  -  4th  Ave.,  N.  Y.  16.  N.  Y. 


MANUAL 


stvaffM _ ♦iri»» _ LauiSN _ I 


January,  1952 


39 


percent  is  paid  for  reKular  business 
and  In'  I  for  office  leads. 

Each  man  is  given  a  leather  port¬ 
folio  containing  pictures  of  local 
installations,  some  of  which  are  col¬ 
ored,  together  with  testimonial  let¬ 
ters  from  builders  and  customers 
and  the  usual  as.sortment  of  manu¬ 
facturers’  literature,  specification 
sheets,  order  blanks  and  .so  on. 

As  an  incentive,  there  is  a  weekly 
bonus  of  $50  for  any  m.an  who  e.\- 
ceeds  his  quota  during  that  i)eriod. 
besides  an  extra  dollar  for  every 
unit  he  .sells.  The  monthly  bonus 
also  consi.sts  of  $50  to  the  top  man 
of  the  month.  In  addition,  there 
are  several  smaller  prizes  such  as 
leather  brief  cases  and  various 
household  appliances.  At  Christ¬ 
mas  time,  employees  al.so  are  given 
an  appropriate  .sea.sonal  gift. 

Weekly  sales  meetings  are  held 
at  10  a.m.  every  Friday  in  the 
sale.sroom.  The.se  usually  consist 
of  open  forum  di.scu.ssions  and  an¬ 
nouncements  of  new  information, 
(('otitunx (I  (III  Piifje  48) 


ATTENTION  — 


STOP  DRAFT 
WITH 


Dustite 

GASKET 


For  Metal 
Casement 
Windows 


The  Ovstiie  gotVet  it  designed  with  on  e>truded  plastic  teol 
mg  hp.  to  keep  metol  cotement  windows  DUST  TIGHT.  STORM 
TIGHT,  DRAFT  TIGHT.  RAIN  TIGHT,  ond  WIND  TIGHT  Eoty 


DUSTITE 


PRODUCTS  COMPANY 

6  CANTERIURY  DR  •  DAYTON  9,  OHIO 


DEALERS  WANTED 

WRITE  FOR  FULL  DETAILS 


JASCO 

JF 


DEFENSE 


In  the  last  5  years,  JASCO  expanded  its  facili¬ 
ties.  Shortly,  with  the  opening  of  its  second 
New  Hyde  Park  plant,  JASCO  facilities  will 
comprise  more  than  70,000  sq.  ft.  of  intensely 
productive  work-space. 

These  new  facilities  are  part  of  the  expanding 
picture  of  demand  for  military  JASCO  products. 
In  keeping  with  our  objective,  this  expansion 
will  enable  us  to  meet  anticipated  defense 
needs,  civilian  wants  as  per  allocation  and  our 
responsibilities  to  both. 

JASCO  is  constantly  at  work  to  deliver  the 
goods  to  America! 


Alert  deolers  are  keeping  in> 
formed  ond  ''on  top"  in  todoy's 
criticol  aluminum  market.  To  be 
fully  informed,  send  today  tor 
PERMALUM  COMBINATION 
WINDOWS,  DOOR  cotolog,  and 
periodic  bulletins. 


Plant  No.  1,  Queens  Village. 

L.  I..  10,000  ft. 

Plant  No.  2.  New  Hyde  Park. 
L.  I.,  40.0C0  ft. 

Plant  No.  3.  New  Hyde  Park. 
L.  I.,  22.000  ft.  (April  opening) 


PERMALUM 

WINDOW 

DIVISION 


ALUMINUM  PRODUCTS  CORPORATION 

NASSAU  TERMINAL  ROAD,  NEW  HYDE  PARK,  L.  I.,  N.  Y. 
TELEPHONE  —  FIELDSTONE  7-1658 
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BUILDING  SPECIALTIES 


^?( fnf/€ti(^  a  iff/ 


Are  ALL-WAYS  Right.. .For  Every  Building, 

Old  or  New!... but  eipecialty  RIGHT  for  alert 
Wf^  dealers  who  aim  to  get  their  share  of  the 

rapidly  expanding  and  highly  profitable  market 
opened  up  by  WINDO-TITE... these  ultra  modern 

all-purpose  windows.  Their  sales  appeal,  fast  turnover 
and  good  profits  have  made  them  among  the  fastest  selling, 
glass  louvered  (jalousie)  windows  in  the  country. 


Designed  and  produced  by  men  who  really  know'  windows  -- 

WINDO-TITE  has  endless  applications... windows,  doors, 
the  making  of  "extra”  rooms,  porch  enclosures,  store  front 

ventilators,  hospitals  and  schools.  Architects  and  owners 
alike  praise  their  modern  beauty,  utility  and  durability. 


Market-tested  range  of  standard  and  custom  sizes, 
with  removable  inside  screens  and  storm  sash,  makes 
it  easy  for  you  to  get  in  on  more  jobs.  Simple, 
speedy  installation  saves  you  time  and  money. 


L  U  D  M  A  N  Corporation 


DEPT.  BS-1  p  o.  BOX  4541  MIAMI,  HORIOA 


SXanufucturers  of  nationally  known 

AUTO-lOK  AlUMINUM  AND  WOOD  AWNING  WINDOWS 


CALIFORNIA  R  K  I)  W  0  0  I) 


Band  Sawn-Premium  Quality 

You  may  u^e  ihe  experience  we  have  gained  over  many 
\ear-  >upplying  combination  window  and  door  manu- 
failiirrr-.  (Guaranteed  ^hipme^t8  on  regular  schedules. 

I  el  IIS  help  you  solve  your  problems. 

Direct  Mill  Shipments  Only 


Jbon  14JaUace,  3nc. 


(iuaidian  Hldu. 


WOodward  ■!-0S62 


Insulating  Siding 

(Continued  from  Page  36) 

the  country  look  like  the  best 
sources  of  new  busine.ss  in  1952. 
High  income,  high  inve.stment  in 
live-stock  and  machinery  that  need 
low-cost  protection,  the  fact  that 
each  farm,  with  its  half  dozen 
buildings,  repre.sents  a  multiple 
sales  opportunity  .  .  .  these  are 
factors  that  make  the  farmer  a 
good  prospect. 

Looking  to  the  South,  Mr. 
Greenwood  emphasizes  the  need  to 
educate  people  on  the  fact  that  in¬ 
sulation  protects  your  comfort 
from  the  heat  as  well  as  from  the 
cold.  And  the  beauty,  .strength  and 
durability  of  insulating  siding 
count  just  as  much  in  the  South  as 
they  do  in  the  North. 

It’s  all  very  well  to  look  for  new 
markets,  according  to  R.  \V. 
Sweeney  of  The  Ruberoid  Com¬ 
pany,  but  let’s  not  forget  the  old 
ones.  The  ordinary  wage  worker 
has  traditionally  been  the  best  cus¬ 
tomer  for  insulating  siding.  With 
our  defen.se  plants  booming  in  1952, 
he’ll  be  earning  as  much  money  as 
he  ever  did  in  his  life.  At  the  same 
time,  he’ll  be  looking  for  high  value 
since  the  cost  of  living  and  higher 
ta.xes  will  be  biting  deeper  into  his 
jiay  check.  Insulating  siding  has 
the  value  he’s  looking  for.  Be  sure 
to  tell  him  about  it,  .Mr.  Sweeney 
urges. 

These  ojiinions  all  point  to  a  good 
year  for  insulating  siding  .sales. 
The  opportunity  for  jirotit  exists  in 
greater  abundance  than  at  any 
time  in  history.  You  can  get  it  by 
using  good  jilanning  and  good 
.salesmanship. 


Have  You  Done  Any  Installa¬ 
tion  Lately  Of  Which  You 
Are  Really  Proud?  If  So,  Send 
A  Picture  And  Description 
Of  It  To 


Detroit 
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STOKM  wimm 


Maa8»& 
psau'^s’ 
Psaarf  e 


1407  East  40th  Street 


®*nation  self-storing 

Small  Investment!  Fast  Turnover!  SP 
No  Material  Shortages!  .^igw 


•»  A  BIG.piloeiT 
OUSINSSS!  " 


Information! 
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IN  KITCHEN  VENTILATION 


EXCLUSIVE 

VENTILATORS 


X 


CENTRIFUGAL  /BLOWERS 

for  discharge  under  jpressure 


rile  (Mitst.mdini;  poi forniaiicc-  of 
/ F ('Upper  N'entilatoi  s  is 
due  to  their  exclusive Resign,  iueorporat- 
lua  the  use  ot  genuine|  ceiitrituiial 
hlouiM's.  L'ulike  hlade-tvpe  l.ius 
mnPMJUM  lilowers  iliose  a  larije 
volume  ol  air  through  a  rluct  uudei 
pressure.  'I'his  pressure  is^  lu'cessaiy  to 
overcome  tlie  resistance  set  up  In  tlie 
walls,  elhovvs  aud/other  olistructious  iu 
the  duct  svstem.  You  can  count  on 
^T777a.//./'!m  lor  (pialitv  perlormauce. 


The  ONLY  ventilator  that  gives  you 

•  Centfilueal  Blowers  •  lnlerchanf>eable 

•  Isolated  Motor  Horizontal  and 

•  Onpless  Grille  Vertical  DischarRe 

•  Easier  Installation  •  Five  year  Guarantee 

PRICE  OFFERS  AN  INDUCEMENT 
BUT  QUALITY  OFFERS  A  REASON 


r^aoF-w/^D 


5711  S.  Mam  St.,  Los  Angeies  37,  Calif. 


First  Ten  Words 

(CoiitiiiKKl  from  P(i(j(  18) 

brands,  are  price  minded,  and  Kt"ti- 
erally  know  what  they  want. 

With  a  iileasinjr  smile,  the  sales¬ 
man  riiiK-s  the  bell,  tells  the  home- 
owner  that  he  is  confident  that  she 
needs  his  services,  thus:  “Good 
morniiiK  Madam,  1  notice  that  you 
have  no  storm  sash.  We  have  a 
beautiful  combination  window  that 
youTI  surely  like  to  see.”  Aftv^r 
what  can  be  called  a  pau.se,  “The.se 
windows  will  .save  you  the  be.st  irart 
of  your  fuel  bill,  and  jrive  you  com¬ 
forts  you’ve  never  realized  before.” 

P’ortunately,  most  jieople  are  hu¬ 
man.  and  act  as  human  beinjrs,  but 
it  rubs  the  wroiiK  way  when  some¬ 
one  tries  to  mislead,  misreiire.sent, 
or  use  pressure.  A  jilea.sant  smile, 
confident  approach  and  a  normal 
way  of  introducing-  your.self  actu¬ 
ally  works  wonders. 

Rather  than  beat  around  the 
bush  with  cockeyed  first  impres¬ 
sions,  it  is  much  easier,  and  more 
profitable  to  do  it  the  easy  way. 
In  a  word,  be  your.self.  It  is  obvious 
that  the  homt'owner  needs  your 
product,  that  she  will  be  proud  to 
own  it.  and  that  it  fills  a  needed 
want.  It  then  becomes  the  .sale.s- 
man’s  part  to  tell  her  about  it  in 
a  natural  way,  so  that  she  drops  all 
obstacles.  Those  first  ten  words  are 
mighty  important ! 

I  Henry  Ford  is  generally  credited 
as  once  saying  that  he  never  .sold 
a  car  in  his  entire  career.  “1  didn’t 
sell,  people  bought.”  And  it  is  gen¬ 
erally  known  that  people  bought 
because  they  were  sold  on  the  in¬ 
vestment. 


Don't  miss  the 
article  on 

“Outside  Casement 
Storm  Sash" 
in  the 
February 

BUILDING  SPECIALTIES 


MANUFACTURERS 
and 

DISTRIBUTORS 

of 

COMBINATION  WINDOWS 
and  DOORS 

We  have  been  supplying  special 
hardware  for  all  types  of  combina¬ 
tion  windows  and  doors  for  many 
years  and  know  their  problems. 


If  you  are  converting  to  wood 
windows  we  can  be  of  particular 
service  to  you,  or 

if  you  have  any  engineering 
problems  on  metal  or  wood  combi¬ 
nation  windows  and  doors  and 
their  small  parts,  call  on  us— NOW/ 

G.  Grant  Metal 
Mfg.  Co. 

163  Buscher  Avenue 
Valley  Stream,  L.  I.,  N.  Y. 

Phone  —  Valley  Stream  5-5581 


WE 
HAVE 
DEVOTED 
the  LAST 
THREE  YEARS 
to  MAKING 
the  FINEST 
ALUMINUM 
COMBINATION 
DOOR 
EVER 
BUILT 

KAUFMANN  (ORP. 

17210  GABLE  —  TW  3-2000 
DETROIT  12,  /VIICHIGAN 
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Window  Mfrs. 

(Continued  from  Page  26) 

Haynes’  department  pointing  out 
that  256  applications  for  aluminum 
were  processed  last  year  and  that 
183  allocations  were  distributed 
during  the  last  quarter.  Mr.  Doug¬ 
lass  asserted  that  it  was  anybody’s 
guess,  so  to  speak,  who  was,  and 
who  was  not,  rightfully  entitled 
to  receive  metal. 

Harold  R.  Giblin,  recently  ap¬ 
pointed  as  Executive  Secretary  of 
XCSWDl,  was  introduced  to  the 
membership  by  Charles  E.  Hunter, 
President  of  the  association,  who 
presided  over  the  meeting.  Mr.  Gib¬ 
lin  stated  that  up  to  now  the  asso¬ 
ciation’s  attention  had  been  cen¬ 
tered  on  Washington  because  of  the 
aluminum  shortage.  He  revealed 
that  legal  coun.sel  had  been  retained 
to  defend  members  when  necessary 
against  Government  anti-trust 
actions. 

New  programs  are  being  planned 
and  committee  have  been  appoint¬ 
ed  to  draw  up  a  code  of  ethics  in 
regard  to  trade  practices  and  sta¬ 
tistics  gathered  from  manufactur¬ 
ers  for  the  benefit  of  the  industry. 
Mr.  Giblin  concluded  by  i)romising 
.strict  impartiality  in  his  dealings 
with  all  members  whether  large  or 
small. 


I.a.st  Speaker 

The  last  speaker  was  Mr.  Robert 
H.  Winn,  A.ss’t  General  Coun.sel  in 
charge  of  Compliance  for  the 
N.P.A.  who  explained  how  viola¬ 
tions  of  the  ('MP  regulations  are 
pro.secuted.  He  pointed  out  that 
becau.se  of  his  small  staff  it  was 
difficult  to  get  around  to  all  the 
violators.  It  was  aj)parent  that 
many  in  the  audience  misunder- 
•stood  him  and  thought  he  was  im¬ 
plying  that  there  was  little  prob¬ 
ability  of  any  prosecution  for 
violation  in  the  metal  storm  sash 
industry.  (This  publication  knows 
for  a  fact,  however,  that  a  case  is 
already  prepared  for  action  against 
one  manufacturer  who  will  shortly 
(Continued  on  f‘(ige  44) 


plastic  tile 


^  Tht*  Tiiv  thai  mvann 


More 
Volume 


We  are  pleased  to  announce  that 
we  now  can  deliver  all  colors, 
as  previously  shown  in  our 
complete  line. 


6oiu)eR£sr 

COMPANY 

monufocfurers  of  pi  attic  til* 

2938  West  63rd  Street 
Chicago  29,  Illinois 


GatLDCRCST 


-v-iiobi.. 


BUILDING  SPECIALTIES 


COVERS  All  THE  IMPORTANT  SUBJECTS! 

By  subscribing  to  it  you  assure  yourself  of 
keeping  up  to  date  on  the  iollowing:  better  seil- 
ing  methods,  installation  techniques,  manage 
meni  details,  how  to  sell  particular  specialties, 
getting  and  holding  good  salesmen,  advertis¬ 
ing.  new  products,  and  many  others.  Send  the 
coupon  today!  Oniy  S3  a  year. 


/  BUILDING  SPECIALTIES 

^  425  Fourth  Avenue.  New  York  16.  N.  Y. 

/ 

/  Please  enter  my  subscription  to  BUILDING 
/  SPECIALTIES  at  S3.00  lor  one  yeor. 
t  Q  Bill  me  for  this  amount. 

f  □  Enclosed  is  a  check  or  □  money  order. 
^  My  Name 
/  Position 
^  Company 

f  Address 

/ 

City  State . 


/ 
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THE  NEW  "ElMONT" 
All  AlUNINUM 
COMBINATION  STORM 
&  SCREEN  DOOR  IS 
AVAIIABIE  FOR 
IMMEDIATE  DEIIVERY. 


IT'S  A  MASTERPIECE  OF 
DESIGN  ENGINEERING! 


SEND  FOR  COMPIETE 
DETAIIS  TODAY.  IT'S 
THE  GREAT  NEW  DOOR 
OF  TODAY... 

AND  TOMORROW! 


ELMONT  MFG.  CO. 

575  HEMPSTEAD  TURNPIKE 
ELMONT.  L.  I..  N.  Y. 
Floral  Park  4-3620 


S.  H.  LEGGin  CO.  D.«t  A 

MARSHALL,  MICHIGAN 


Window  Mfrs. 

(Coutbiued  from  Page  43) 

be  brought  to  trial.) 

By  unanimou.s  vote  the  pre.sent 
board  of  directors  and  officers  of 
the  a.s.sociation  were  continued  in 
office.  The.se  include:  Charles  E. 
Hunter,  President;  Allen  M.  Doug¬ 
lass,  First  Vice  Pres.;  A.  James 
Zappone.  Second  VMce  Pres. ; 
Jack  Lipman,  Secretary-Treasur¬ 
er;  Handd  R.  Ciblin,  Executive 
Secretary;  Charles  E.  Hawkins, 
Attorney;  H.  (\  Parker.  Washing¬ 
ton  representative;  and  as  Direc¬ 
tors,  Robert  Agulnick;  R.  S.  Saal- 
tield,  and  V.  Van  Fleet. 


Mineral  Wool 

{('oiifiiim  <1  from  P<((/<  22) 

not  be  i)ut  into  an  existing  house. 

National  Board  of  Fire  I’nder- 
writers  engineers  declared  that  the 
owner  of  an  existing  house  can 
oldain  virtually  the  .same  efftH.-t 
by  blowing  his  walls  full  of  tire- 
resistant  mineral  wool  insulation — 
non-combustil)le  since  it  is  made 
of  rock,  smelter  slag  or  .sand. 

Practically  all  building  codes 
recognize  mineral  wool  as  an  ef¬ 
fective  fire-stop.  Extensive  U.  S. 
Bureau  of  Standards  tests  prove 
that  if  a  wood-lath  plaster  wall  is 
completely  tilled  with  the  material 
it  will  stoj)  passage  of  fire  for  one 
hour.  If  the  wall  is  backed  by 
metal  lath,  the  blaze  will  be  re¬ 
tarded  for  1 '  j  hours.  These  are 
effective  .sales  i)oint.s  no  home- 
owner  can  resist  in  the  light  of 
continuing  national  education  cam¬ 
paigns  which  have  made  him  tire- 
.safety-conscious. 

A  family  living  in  an  uninsu- 
late<i  house  needs  to  be  told  that 
it  can  be  insulated  without  disrupt¬ 
ing  their  normal  routine,  without 
dirt  or  muss,  and  above  all.  without 
mari’ing  either  interior  or  exterior. 
Insulating  a  hou.se  in  this  fashion 
is  literally  giving  it  a  hidden  value. 

By  today’s  improved  methods  a 
(('o)itiinn  (1  on  Page  46) 


Your  Business  will 
have  a  better 
chance  to  flourish 


promifes  this  great 
new  business  guide 
by  J.  K.  Lasser 


1001  profit- 
building  ideas 
on; 

TAXES 
RETAILING 
PRICING 
FINANCING 
MAIL  ORDER 
CREDITS 
etc.,  etc. 


J.  K.  I.iis«pr  has  urittpn  a 
new  giiidebottk  espptially  for 
prttprlflors  and  niieraturs  uf  imall 
Blores.  fa*  lories,  and  service  com 
panieE  that  shous  bow  lt>  bii\.  gell, 
inanufactiire.  <tperali-.  cutilrol  . 
handle  all  parts  of  your  butiness 
better.  In  it.  )ihi  will  finil  an 
anu/ing  list  irt  dos  and  ilon'ts — 
i•leas,  nifllitoLo,  potniem.  to  help 
the  siiiall  bll^ine^^inan  not  only  stay 


:  make  a  satisfartory  proftt.  In 
forin  *»r  4  lie<  k  lists  an*l  brief, 
Tilleij  bUteineiil.-,  tho  book 
•r.»  e\er\llung  frinii  htm  to  gel 


id  t  lit 


train  new 
ab-.'peotde,  al.el  lay  iHit  u  planl 
‘iCMiiis  e\ei.s  •it|a»ituiiity  for  build- 
ng  bii«ii»e> .  pings  every  looi»bole 


HOW  TO  RUN  A 
SMALL  BUSINESS 

By  J.  K.  Lasser,  C.  P.  A. 


Adjunct  I’rotessor  of  laxation,  (.hairnian. 
Institute  on  Federal  laxation. 

New  York  I’niversity 

350  pages,  6x9,  $4.95 


THIS  Itouk  is  a  valiiabie.  reaiisitlc  guide  to  aoutni, 
*  prolitablo.  einiuring  business  tnaiiagi-inent.  In  lasiser'i 
well  kiHtwn  criyp.  dirtxt  Flyle,  >*m  are  t-hown  not  tndy 
what  to  do.  Itul  aU«>  what  not  to  <lu.  Tfie  lKH>k  points 
out  KUiiiing  fiin>larncntals  of  goo<l  (traitlie.  ami  just  a« 
positively  indicates  how  to  avoid  making  tlu*  tiilstakes 
others  luve  made.  Voters  marketing,  planning,  financing, 
adoiiiuiiig.  oiieration.  and  xmiml  protbling  tested  te<h 
I'lgues  fniiii  businesses,  large  ami  hniall. 


In  thin  b<K)k  J.  K.  I.asvtr 
Covet*  ail  the  .ivL'titifx  and 
Ways  » on  can  fnllott  t*‘r  exam 
niati'ffi  ot  yonr  IniMiiess  in  all 
d  Its  patts.  Whether  tour 
w  hole  merchandising  progiam 
nerds  stiriigtliening  or  >on  nerd 
a  U'ttrr  grade  of  help  whether 
you  are  trying  to  hny  a  whole 
hiisines'H  or  jn-t  want  ti»  hnihl 
up  a  K'lini  mailing  list  whether 
Vi*u  Cold*!  iH'netit  from  nn.re  in- 
t’tiiniative  accounting  ami  rec- 
nnl.s  or  from  Ivetter  lighting  in 
yonr  plant— the  gnivlmg  facts 
yon  nee*!  are  I, ere,  from  the 
<-xpeitence  of  a  man  who  hits 
consulted  intimately  with  htin 
dre«Is  fvf  imsines^r»l,  Ihith  healthy 
ami  ailing. 


In  every  way -  ^nhject  mat 
ter,  cl.issihcatii>n.  treatment 
the  Ix>ok  IS  planne*!  iin.l  written 
to  give  yon  practical  informa¬ 
tion.  ijnickly. 

For  the  retail  or  wholesale 
hiisinr-s,  the  small  plafit.  the 
service  company,  th*s  is  an 
tifinstiiil  fM>iik — an  antomatic 
■memory”  for  the  planner,  a 
stimuliitor  f'lr  every  manager, 
un'l  TiK'St  of  all  a  gui*!e  for 
every  reader  who  wants  to  put 
his  imsiness  tirnily  on  the  roa*l 
to  stra*lv  ptogrr«.s  an«l  reason¬ 
able  profits. 


13  big  sections 

provide  scores  ot 

ideas  on: 

•  How  to  Build 
for  Profits 

•  How  Best  to 
Handle  Your 
Credit  and  In¬ 
stallment  Sales 

•How  to  Buy 
an  Established 
Business 

•  How  to  Operote 
a  Store  Most 
Efficiently 

•  How  to  Moke 
Profits 
in  Wholesaling, 
etc. 

•  How  to  Avoid 
Frouds  by  Em¬ 
ployees,  Cus¬ 
tomers  o  n  d 
Others 

•  How  Good  Tav 
Management 
Can  Increase 
Your  Net  Profits 

•  How  to  Finance 
Your  Business 

•  How  to  Plan  the 
Best  Insurance 
Program  for 
Your  Business, 
Etc. 


Sene/  Order  and  Check  to: 
BUILDING  SPECIALTIES 
425  Fourth  Avenue 
New  York  16,  N.  Y. 


To  Make  More  Money 
You  need  more  Facts 

Fill  in — Tear  off — and  Mail 


Check  the  boxes  opposite  products  or 
services  about  which  you  want  information. 
Fill  out  the  coupon.  You  will  receive  FREE 
the  latest  BCX)KLETS,  catalogues,  informa¬ 
tion  and  details  from  the  manufacturers. 
Do  it  NOW  while  you  are  going  over  the 
list,  and  send  to  Building  Specialties,  425 
Fourth  Avenue,  New  York  16,  N.  Y. 


january,  1952 
BUILDING  SPECIALTIES 
425  Fourth  Avenue 
New  York  16,  N.  Y. 

Send  me  facts  on  the  items  checked. 

□  Aluminum  Combination  Doors 

□  1  Cr  2-Track  Aluminum 

Comb.  Windows 

□  Triple  Track  Aluminum  Combinations 

□  Asbestos  Siding,  Shingle  Finish 

□  Alum  Outside  Casement  Storm  Sash 

□  Wood  Outside  Casement  Storm  Sash 
Q  Steel  Combination  Windows 

□  Wood  Combination  Windows 

□  Wood  Combination  Doors 

□  Sprayed  Asbestos  Siding 
[j  Kitchen  Fans 

□  Shower  Doors  &  Tub  Enclosures 

□  Wood  Plus  Metal  Combinations 
[_^  Kitchen  Cabinet  Lifts 

Q  Aluminum  Casement  Screens 

□  Plastic  Combinations,  Storm  Sash 
Q  Redwood  Millwork  or  Lumber 

□  Sectional  Overhead  Garage  Doors 

□  Metal  Awnings 

□  Stainless  Steel  Comb.  Doors 
Q  Aluminum  Door  Grilles 

□  Sprayed  Insulation 

□  Caulking  &  Glazing  Compounds 

□  Plastic  Weatherstripping  for  Metal 

Casements 

□  Storm  Window  &  Door  Hardware 

□  Metal  Coating  Service 

□  Sidewall  Coatings 

□  Metal  Mouldings 

□  Venetian  Windows  and  jalousies 

□  Simulated  Stone  Siding 

□  Plastic  Splines  and  Glazing  Channels 

□  Home  Fire  Alarms 

Other  Items . 

Send  me  Bldg.  Specialties,  12  months, 

$3.00  □ 

Name . 

Firm  . 

Position  . 

Address . 
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Dealers  I  A  New,  Exclusive  Sales  Market  Is 
Now  Open  to  You!  Make  Over  135%  Profit 
Selling  to  Homeowners! 

FIRE-LITE 


HOME  FIRE 
ALARM  SYSTEM 


With  U.L.  Approved 

Rate-of-Rise  Detectors 

APPROVED  FOR  F.H.A.  FINANCING 


Here  is  your  opportunity  to  moke  big  profits 
without  a  large  investment,  without  changing 
your  business  set-up.  Every  homeowner 
(people  whom  you  hove  sold  before  and  new 
prospects),  ore  possible  customers  for  FIRE- 
LITE  Home  Fire  Alarm  Systems.  There  is  a 
vast,  profitable  market  right  at  your  door 

Our  Powerful,  Tested  Sales  Plan 
Helps  You  Clinch  Many  Sales 

To  sell  the  homeowner  o  FIRE-LITE  Fire  Alorm 
requires  only  Hie  use  of  our  tested  soles  plon 


ond  0  simple  dcmonstrotion  It  will  close  sole 
otter  sole  for  you! 

How  You  Can  Make 
Over  135%  Profit! 

A  Fire-Litc  Alarm  System  complete  with  oil 
ports  costs  you  only  S43  20.  The  overoge  cost 
for  instollotion  labor  you  con  hire  is,  $25  00 
The  Fire-Litc  System  with  oil  ports  ond  com¬ 
pletely  installed  in  the  home  sells  for  $225. 
YOUR  F'ROFIT  IS  $156  80'  We  hove  bonofide 
soles  records  to  prove  these  figures 


Write  Today  for  an  Exclusive  Dealership! 

FIRE-LITE  ALARMS  168  Shelton  Ave.,  New  Haven,  Conn. 


The  ’’Triple  Track”  Stays  Sold 

Dealers  records  prove  less  call  backs.  Sold  under  our  'Bond  of  Protection' 
the  customer  is  guaranteed  the  satisfaction  that  only  a  quality  product 


can  give. 

That's  ONE  reason  why  a  STOACO  franchise  is  so  valuable. 

■‘•URT  rO»  mt  WiATHK  TO  LAST  rOAtVBI" 


POST  OFFICI  BOX  97 


APCO,  OHIO 


Mineral  Wool 

{Contimied  from  Page  44) 

contractor  who  specialize.s  in  this 
work  can  in.sulate  w'alls  and  top- 
Hoor  ceiling  areas  to  a  short  time, 
using  controlled  pneumatic  pres¬ 
sure  to  blow  the  material  through 
an  air  ho.se.  A  reliable  applicator 
will  give  a  hou.seholder  a  guaran¬ 
tee  that  no  empty  pockets  exist  on 
completion  of  his  work. 

This  type  of  insulation  can  be 
blown  into  walls  and  over  toj)- 
floor  ceiling  even  when  the  mer¬ 
cury  is  at  the  bottom  of  the  ther¬ 
mometer,  a  feature  which  w'ill 
make  its  comfort  results  immedi¬ 
ately  ai)parent  to  the  family. 

Application  of  mineral  wool  to 
an  existing  building  is  simple  and 
easy.  The  areas  which  usuall.v 
need  insulation  include  ceilings  or 
roofs  (or  attic  knee-walls  and  col¬ 
lar  beams;  al.so  the  horizontal  area 
behind  the  knee-walls),  exterior 
walls  and  some  floors.  Attic  in¬ 
sulation  is  es.sential  for  a  complete 
job  since  most  unu.sed  attics  are 
unheated  and  become  exceedingly 
cold.  In  an  unoccupied  attic  the 
top-floor  ceiling  should  be  insulated 
as  well. 


.Skilled  Workmen 

Skilled  workmen  perform  the 
job  by  using  a  hose-like  “blower" 
which  consi.sts  of  a  long  tube 
through  which  a  fluffy,  light¬ 
weight  mineral  wool  is  pneumat¬ 
ically  blown  into  the  hollow  .spaces 
of  walls  and  ceiling.  If  the  hou.se 
has  clapboard  or  other  wood  sid¬ 
ing.  a  board  at  a  time  is  removed 
separately.  This  opening  permits 
the  hollow  spaces  between  studs 
and  framing  members  to  be 
reached  by  the  air  ho.se.  When 
the  .space  is  filled,  the  board  is  re¬ 
placed.  This  procedure  is  rei)eated 
with  other  boards  until  the  entire 
exterior  walls  of  the  house  have 
been  insulated.  In  the  case  of  a 
brick  hou.se,  a  few  bricks  at  a  time 
are  removed.  Each  stud  space  is 
then  uniformly  and  firmly  filled 
with  the  insulating  material.  The 
bricks  are  replaced  and  mortar 
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joints  pointed  and  "aged”  to  leave 
no  difference  in  appearance.  In 
the  same  fashion  openings  are 
made  in  a  stucco  house  to  give  ac¬ 
cess  to  the  hollow  spaces.  After¬ 
wards  the  stucco  is  repainted  or 
wash-finished  without  a  blemish. 
Since  all  work  is  done  from  the 
outside  of  the  house,  it  does  not 
disturb  hou.sehold  routine. 

Completed  .loh 

The  completed  job  means  a 
house  where  insulation  has  brought 
the  e.xpo.sed  wall  and  ceiling  inside 
surface  temperatures  to  within 
degrees  of  the  interior  air.  This 
not  only  makes  it  warmer  in  win¬ 
ter,  but  al.so  as  much  as  15  degrees 
cooler  in  summer.  Dust  and  moi.s- 
lure  will  not  be  circulated  so  rap¬ 
idly  nor  deposited  .so  rapidly  on  the 
surfaces  of  walls  and  ceilings  of  a 
completely  insulated  hou.se  and 
therefore  the  insulated  hou.se  will 
recpiire  redecorating  less  often 
than  the  uninsulated  hou.se.  With 
less  heat  required  to  warm  the  in¬ 
sulated  house  in  cold  weather,  a 
smaller-sized  heating  plant  can  be 
installed.  The  Society  of  Residen¬ 
tial  Api)rai.ser.s  has  estimated  that 
between  i  j  and  ‘/t  the  cost  of 
insulating  a  hou.se  can  be  made  uj) 
if  the  next  smaller  size  of  heating 
unit  is  used — a  final  money-.saving 
rea.son  for  a  dealer  to  include  full- 
thick  mineral  wool  insulation  in 
any  remodeling  plan. 


Send  a  full 


When  you  want  QUALITY  windows 

You  Can’t  Beat  Redwood 


Cheek  these  proven  facts: 

1.  REDW'OOD  is  one  of  the  world’s 
finest  insulators! 

2.  Heat  flows  thru  steel  260  times  as 
fa.st  as  thru  REDWOOD! 

3.  Heat  flows  thru  aluminum  1160 
times  as  fast  as  thru  REDWOOD  ! 

4.  REDWOOD  used  by  the  CAM1»- 
BELL  SASH  WORKS  shows  less 
shrinkage  and  swelling  than  con¬ 
crete! 

REDWOOD,  —  even  under  condi¬ 
tions  that  favor  decay,  —  is  one 
of  the  world’s  most  durable 
woods ! 

6.  REDWOOD  DEALERS  show  a 
greater  percentage  of  profit  per 
dollar  of  merchandise  sold. 


CAMPBELL’S  Redwood  Combination  Windows  are  the 
finest  quality  obtainable. 


THE  CAMPBELL  SASH  WORKS 

2109  WILSON  .WEM'E  CAMPBELL,  OHIO 

Phune:  52613 


description  and  pictures 
of  your  best  or  most 
interesting  installation 
to 

BUILDING  SPECIALTIES 
425  Fourth  Ave. 

New  York  16,  N.  Y. 


tExcelutti 


Triple  Track 

L-CombinaTion  WIHDOWS 


Soles  come  eosy  with  EXCELUM  windows  be> 
couse  you're  selling  top  quolity.  Engineered 
from  the  finest  extruded  aluminum,  they  hove 
eliminated  service  colls.  Soles  resistance  melts 
when  you  show  EXCElUM's  exclusive  feotures 
ond  rigid  construction. 


Cxcelum 


COMBINATION 

ALUMINUM 


DOORS 


Write  for  Details  of  Our  Distributor  KD  PLAN, 
Ixdusiy  territories. 


Jamaica  Sash  &  Door  Co. 


1655  Jericho  Turnpike. 
New  Hyde  Pork,  L.  I. 


I 
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by  using  ARROW 

PRE-COLORED 

ALUMINUM 
or  STEEL  COIL 


tS>JL  (ndJi/uJ. ! 


THE  F.  E.  SCHUMACHER  CO. 


sistant,  who  with  two  detail  men 
and  two  shop  men  make  up  the 
installation  department  of  16. 

Kach  of  the  in.stallation  crews  is 
provided  with  a  new  truck  and 
equipment  and  wear  the  company 
uniform.  This  department  is 
planned  .so  that  duriiiK  the  rush 
season,  the  crews  can  be  doubled 
almost  overnifrht  and  quick  in¬ 
stallation  in  sea.son  assure<l.  The 
result  has  been  that  Capital  Supply 
rai'ely  receives  any  complaints  on 
its  installations.  For  this  e.xcellent 
record  the  company  has  obtained 
the  approval  of  the  Better  Business 
Bureau  of  VVashiuKton,  an  endorse¬ 
ment  which  has  been  the  means  of 
closing'  a  lot  of  orders. 

C.ipital  Supply  Co.  was  estab¬ 
lished  in  Au^rust,  li)4!)  in  another 
section  of  the  city,  but  becau.se  of 
the  rai)id  e.xpansion  of  business  re¬ 
cently  moved  to  its  own  two-story 
building  and  ba.sement  at  802-810 
Constitution  Avenue,  Northeast. 
There  it  occupies  22000  square  feet 
with  a  modern  warehou.se  in  the 
rear  as  compared  to  4,000  .square 


Washington  Dealer 

(Contimivd  from  Page  39) 


policies,  etc.  A  monthly  dinner  is 
held  at  the  Hotel  Du  Pont  Plaza, 
where  a  rejjre.sentative  from  the 
manufacturers  usually  jfives  the 
main  talk,  all  e.\ix>n.ses  beinjr  borne 
by  the  firm. 

“Installation  work  is  considered 
our  most  important  .service,”  .said 
.Mr.  Hellmuth,  “becau.se  a  .satisfied 
I)rodiict  is  our  strongest  .selling 
point.  If  a  customer  is  happy  with 
our  product  it  means  that  he  will 
tell  his  friends  and  this  chain  re¬ 
action  brinjjs  us  prestijre  and  more 
business,  since  i)er.sonal  recom¬ 
mendation  is  our  best  means  of 
obtaining  leads.” 

P'or  that  rea.son,  the  comi)any  ex¬ 
ercises  direct  control  over  its  in¬ 
stallation  force  which  is  headed  by 
an  in.stallation  manaKer.  who  is 
completely  re.si)onsib!e  for  the  work 
done,  and  his  assistant.  There  are 
five  crews  consistinjr  of  two  men 
each,  a  crew  manaKer  and  his  as- 


•  How  much  could  you  save 
by  eliminating  your  finishing 
department?  IX'hy  not  have 
Arrow  furnish  you  with 
PRF.-COLORKt)  coils 
ready  for  roll  forming  or 
stamping!  In  fact  why  not  have 
Arrow  also  do  the  forming! 

Arrows’s  process  of  continuous 
strip  alodizing  and  color-coating 
has  caused  a  sensation  in  the 
field  of  light  metals  fabrication.  : 
Many  industries  are  now  using 
Arrow’s  Pre-colorko 
coil  with  outstanding  success. 

■Arrow's  baked-on  enamel  finish 
in  all  colors  on  steel  and 
aluminum  coils  is  corrosion  and  I 
scratch-resistant.  It  combines  ) 
hardness  with  flexibility. 

\X'hy  not  investigate  Arrow 
Services!  We  are  prepared 
to  handle  an  order  of  any  size- 
large  or  small.  Our  engineers 
will  be  glad  to  analyze  your 
problems  without  obligation. 

Our  services  include: 


Sthumother's  brond  new, 


EmREDDY 

COMBtNATION 


Here'i  th#  combination  window  designed 
for  today's  selling  situation.  Check  these 
EVER-REDDY  features,  and  you'll  see  why 
EVER-REDDY  can  be  the  best-selling  com¬ 
bination  window  you've  ever  handled: 

*  Made  of  clear,  kiln-dried  Redwood. 

*  Factory  assembled  complete  with  cad¬ 
mium-plated  hardware. 

*  Single-track  window  includes  frames 
and  inserts. 

*  Easy,  low-cost  installation. 

*  Competitively  priced. 

*  Made  by  Schumacher  —  that  means 
highest  quality  throughout. 

*  Backed  by  Schumacher's  strong  mer¬ 
chandising  program. 

What's  more,  you  get  Schumacher's  de¬ 
pendably  quick  delivery  plus  the  avail¬ 
ability  of  high  quality  Schumacher  com¬ 
bination  doors.  These  days,  that's  more 
important  then  ever! 

Write  for  complete  detoils  on  EVER-REDDY. 
EVER-REDDY  can  put  you  'way  ahead! 


(Continuous  Color  Coating 
.4  Iodizing  •  Slitting 
Roll  Forming 


Hartvilie,  Ohio 


METAL  PRODUCTS  CORP. 

I  HASKELL,  N.J. 

^  Pompton  Lakas  7«1820 
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feet  of  space  in  the  former  prem¬ 
ises.  There  is  plenty  of  parking 
space  for  personnel  and  customers 
which  is  a  tremendous  asset  in 
traffic-clogged  Washington. 

The  company  handles  an  all- 
around  line  of  building  specialties, 
both  residential  and  commercial, 
which  in  addition  to  those  men¬ 
tioned  include  aluminum  awnings, 
aluminum  combination  storm  doors, 
porch  enclosures,  fence  material 
and  insulation  products. 

Key  personnel  are:  George  Slo¬ 
cum,  .sales  manager;  Fred  Spt'ar, 
installation  manager;  and  Mrs. 
Hope  (Jirard.  office  manager. 


the  winning  combination! 


Sell  your  regular  siding  for  the  sides! 


Dig  profits  .  .  .  small  in¬ 
vestment  with  Bondslone, 
today's  most  inexpensive 
system  of  duplicating  the 
beauty,  charm  and  per¬ 
manence  of  natural 
stone!  A  few  Bondslone 
franchise  territories  still 
open  to  qualified  dealers. 
Write,  phone  or  wire 
today!  _ 


B.  S.  Reporter 

(Continued  from  Page  30) 

another  loading  dock  and  has  re¬ 
opened  its  jalousie  division  which 
was  closed  down  after  completing 
a  large  order  for  the  Armed  Forces 
in  the  Caribbean  area. 

In  making  the  announcement, 
E.  V.  Schneier,  General  Manager, 
.stated  that  the  company  would  con¬ 
tinue  its  present  policy  of  making 
and  stocking  a  wide  variety  of 
.screens  and  storm  panels  for  all 
kinds  of  windows  including  such 
unusual  types  as  commercial  pro¬ 
jected  .sash,  horizontally  pivoted 
sash.  He  added  that  Barnhart  was 
.still  making  ca.sements  with  pre¬ 
war  hardware. 

Schneier  also  .said  that  the  com¬ 
pany  is  continuing  its  production 
of  aluminum  combination  units 
and  not  only  is  producing  metal 
screens  for  ordinary  in.sect  protec¬ 
tion  but  is  also  putting  out  shade 
screens  for  solar  and  heat  protec¬ 
tion.  One  shop  in  the  .screen  divi¬ 
sion  now  devotes  it.self  to  repairs 
on  all  types  of  rolling  .screens. 

(See  Poqe  51  For  Other  B.  S.  Reporter  News 
Items.) 


BATHROOM 


That'i  our  business  —  beoutifying  bath¬ 
rooms  and  enhancing  the  value  of  Ameri¬ 
can  homes.  Because  we  think  of  our 
products,  shower  doors  and  tub  enclo¬ 
sures,  in  these  terms,  we  have  been  suc¬ 
cessful.  Successful  in  giving  the  averoge 
homeowner  reol  value  in  a  lifetime  af 
comfort,  satisfaction  and  service.  Success¬ 
ful  in  marketing  our  products  through 
reliable,  well-organized  outlets  —  people 
with  whom  it  is  a  pleasure  to  do  business. 
Although  restrictions  might  temporarily 
retard  production,  the  quality  of  our 
shower  doors  and  tub  enclosures  will 
always  be  the  finest  In  America. 


Our  patented  Adjustable 
Jambs  guarantee  easy  in¬ 
stallation  and  perfect  fit. 


Read  the  article  on 
Outside  Casement  Storm 
Sash 

in  the  February 
BUILDING  SPECIALTIES 


(From  an  article  on  Winter  Sales  Technique 
by  George  Kellogg.) 


ONE  (»f  the  greatest  mistakes 
storm  window  men  make  at 
this  cold  time  of  the  year  is  not 
dressing  for  the  job.  Get  yourself 
some  long  or  %  length  light  wool 
underwear,  put  on  an  all-wool 
sweater,  light-weight  wool,  under- 
your  white  shirt,  buy  a  pair  of 
goloshes  or  arctics  a  couple  of 
sizes  too  big  for  your  shoes,  so  you 
can  take  them  off  “barnyard  style” 
on  the  front  porch  by  the  mere 
shaking  of  each  foot,  which  will 
please  the  lady  since  you  will  not 
be  tracking  snow  into  the  house. 
Secondly,  being  dressed  thus-wise, 
you  will  nut  be  bothered  by  the 
cold.  Wear  your  usual  nice  busi¬ 
ness  suit,  top  coat,  snap  brim  hat, 
and  look  smartly  dressed. 


Manufacturing  Co.,  Lancaster  2,  Pa. 


■  Hints  To 

1 

1  SALESMEN  I 

from.  C.«Or««- 
,i.o  tml» 


N-SeeU  CORPORATION 

1300  Batavia  Avenue,  Royol  Oak,  Michigan 


ASSEMBLE  These  Aluminum  Combination 
Storm  Windows  YOURSELF. 

NO  EXPENSIVE  EQUIPMENT  NEEDED! 

Smart  dealers  are  buying  V-Seal  knocked- 
down,  "picture  trame”  w  indows — assembling 
them  themselves  and  pocketing  the  savings. 
Assembly  of  these  sturdy  windows  is  east 
— only  SI 0.00  worth  of  tools  necessary. 
Anyone  can  do  it — in  the  shop  or  on  the  job.. 

Installation  is  just  as  simple.  New,  exclusive 
V'-Seal  "picture  frame"  construe- 
tion  fits  all  modular  windows — 
gives  weathertight  fit — ends  costly 
on-the-job  fitting  and  adjustment. 


Buy  ot  Distributors  Prices  .  .  .  Moke 
Combined  Distributor,  Dealer  and  Retailer's  Profit 

All  V-Seal  products — Aluminum  Combination 
Windows.  Storm  Sash  for  Steel  Casements  and 
Basement  Sash  can  be  bought  knocked  down — a 
feature  that  makes  it  possible  for  you  to  sell  them 
lower,  yet  make  more  profit. 

£ostcrn  Division,  478  Belmont 
Avenue,  Haiedon,  New  Jersev 
Western  Division,  1134  S.  6th  Street,  St.  Lou 


write,  plieiie  er  wire 
fer  Retells  end  prices 


»  «  e 

/  (henj  the  .'talcsmati  that  ivalks 
((ntntid  icith  a  loiidhi  colored  mack- 
inaic,  heai'n  shoex,  and  irheu  he 
icalks  a/)  to  a  door  the  hulji  think.x 
that  he  ix  the  man  that  hax  come  to 
chop  doicn  the  tree  in  the  hack 
Hard.  Yon  irill  find  that  daring 
thexe  c(dd  irinter  monthx  people 
are  i.‘<tdated  a  good  hit  in  their 
homes  hg  add  and  xnoic,  and  they 
are  more  inclined  to  let  yon  in, 
irhich  girex  yon  a  pricelexx  oppor¬ 
tunity  to  get  the  meaxarementx  of 
the  honxe  icindoirx,  thux  catting 
yoar  leork  hy  that  much  adien  yon 
make  the  call  that  evening  to  dem- 
on.xtrate  yoar  product. 

*  *  * 

I  remember  the  .situation  in  Min¬ 
neapolis  Minnesota,  recently 
where  temperatures  were  as  low 
as  forty  degrees  below  zero,  and 
salesmen  by  making  calls  and 
dressing  for  the  winter  weather 
consistently  made  sales;  for  those 
salesmen  in  that  territory  believe 
that  a  storm  window  is  more  apt 
to  be  sold  in  bitter  cold  weather 
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than  in  warm  weather  because  win¬ 
ter  conditions  are  ideal  for  the 
selling;  of  that  storm  window. 

Sure  it  will  be  tuu};h! 

Sure  it  will  be  cold ! 

♦  «  * 

Sure  you  might  have  to  quit  cau- 
I'dusiug  after  an  hour  aud  not  and 
get  a  hot  cup  of  coffee!  Hoicever, 
believe,  Brother  Storm  Windoic 
Men,  I  trill  bet  a  nice  $35.00  haiid- 
IHiinted  necktie  that  if  yon  “trork” 
at  this  "COLD  U’A/?  PLAN,”  you 
trill  make  at  lea.'it  eight  .'tales  per 
each  and  every  cold  month.  I  knoir 
that  you  can  luse  thbt  kind  of  money 
in  January,  February  and  March. 


B.  S.  Reporter 

(Continued  from  Page  30) 

peddled  papers  as  a  boy.  When  he 
established  his  first  company.  Mod¬ 
ern  Metal  Trims,  in  a  Youngstown 
storeroom,  his  wife  kept  the  com¬ 
pany’s  books  and  Itts  worked 
around  the  clock,  selling  during 
the  day,  then  spending  his  eve¬ 
ning  in  the  factory  in  shipping,  : 
handling  executive  duties  and  , 
sweeping  the  floor.  Trimedge,  Inc., 
was  the  outgrowth  of  Modern  ■ 
Metal  Trims  and  in  1951  showed 
sales  approaching  the  $10,000,000 

William  L.  Bonnell  who  a.ssumed 
the  presidency  on  January  fir.st 
joined  Trimedge  in  1945  as  gen¬ 
eral  manager,  bringing  with  him 
an  extensive  experience  in  the 
field  of  metal  mouldings.  In  1946 
he  was  named  vice-president. 

In  announcing  the  changes,  Itts 
presented  the  new  president  with 
an  engraved  plaque  in  token  of 
their  close  a.s.sociation  during  the 
past  15  years. 

In  making  the  presentation,  Itts 
.said:  “There  are  no  words  with 
which  I  can  expre.ss  the  feelings 
which  I  hold  for  you  for  the  ut¬ 
most  loyalty,  for  the  sincerity,  and 
for  the  clo.se  cooperation  and  help  | 
that  you  have  given  me  during  all  ' 
the.se  years.  It  is  with  the  greatest  j 
pleasure  that  I  am  now  able  to  an- 
(Continued  on  Page  52) 


Givti  "Hld».o-woy" 
Storogt  for  Mixtn 
and  olhar  Applionctf, 
Swings  Up  for 
Instant  Ust. 


BETTER  HOMES 
AND  GARDENS 

• 

SUNSET 


PROGRESSIVE 

ARCHITECTURE 

• 

NATIONAL 
ASSOCIATION 
OF  HOME 
BUILDERS 
BUYING  GUIDE 


RAISES  CABINET  EFFICIENCY. . . 
LOWERS  KITCHEN  WORK.  * 


Write  for  Free 
prices  and  specifications  to 

M  c  M  A  H  A  N  • 
BROTHERS 

Dept  B,  2220  $.  Hoover  St.  * 

Los  Angeles  7,  Celifornie  larger 


EASY  INSTALUTION 
STURDY  STEEL  CONSTRUaiON 
TROUBLE-FREE  OPERATION 
INSTANT  "FINGERTIP*  RELEASING 
RIGID,  SAFE  LOCKING 
BALANCED  "ALWAYS-LEVEL”  SHELF 
del  for  Typewriters  also  Availablo 


For  exceptional  seal¬ 
ing  and  working  charac¬ 
teristics,  there’s  no  substitute 


CAULKING 

COMPOUND 


for  PARALASTIC. 


WEATHERPROOFS  •  INSULATES  •  WATERPROOFS 

IN  ALL  COLORS!  Aluminum  . . .  Brilliant  White  .  . .  Natural  . . . 
Gray  .  .  .  Green  .  .  .  Buff  .  .  .  Red  .  .  .  Black  .  .  .  end  in  all  pastel  shades 
to  match  the  new  shake  and  asbestos  colors! 


SOLD  BY  LEADING  JOBBERS 
(A  few  territories  open) 

'Ifeo.  U.S.  Pat.  Off. 

IT  ISN’T  INSULATED  UNLESS  IT'S  CAULKED 


PARALASTIC  PRODUCTS  CO.  INC. 


17  7  lAST  4  7  n  d  ST.,  NSW  VOOK  17,  N.V. 


BUILDING  SPECIALTIES 


COMBINATION  WINDOWS 

Direct  from  Manufacturer 
with  18  YEARS  of 
PRODUCTION  EXPERIENCE 

in 

WOOD 

COMBINATION  WINDOWS 
COMBINATION  DOORS 

Also  3-Trcick  Alyminum  Window 


Me /Hi  /hi/(/h  (  Diicli/iiininfi  ('//.,  /hi  , 

'66  Aliiwji /);M(7/v  Ait  nut 
Arlin fi/iin ,  ,VliiM. 

Arlinifti/H  S-762H 


B.  S.  Reporter 

{Continued  from  Page  61) 

nounce  your  elevation  to  the  presi¬ 
dency  of  the  company  whicn  you 
in  >0  many  ways  have  helped  me 
to  build.” 

Other  changes  included  the  ele¬ 
vation  of  Paul  Horsch  from  con¬ 
troller  to  treasurer;  Max  Heizler 
from  manager  of  operations  to 
vice-president;  Carrol  T.  Lutz 
from  purchasing  agent  to  vice- 
president  in  charge  of  sales;  and 
Gerald  Marks  from  assistant  office 
manager  to  assistant  treasurer. 
iD-year-old  A.  Z.  Reich,  .secretary 
of  the  concern  for  13  years,  will 
continue  in  that  job. 

Horsch,  a  former  school  teacher 
turned  industrialist,  came  to  Trim- 
edge  in  1947  as  assistant  to  Itts. 
For  six  months  last  year  he  was 
“on  loan”  to  the  National  Produc¬ 
tion  Admini.stration  in  Washing¬ 
ton  as  chief  of  the  extrusion  branch 
of  the  aluminum  and  magnesium 
division. 

{('ontinued  on  Page  53) 


DON'T  SELL  DOORS 


Let  DEC-O-GRILLES 
Sell  Them  For  You 

•  80  New  —  different  —  more  beautiful  designs 
to  fit  all  makes  and  sizes  of  doors 

•  Their  mirror-like  finish  is  the  most  beautiful 
you've  ever  seen. 

See  For  Yourself! 

Write  Today  for  a 

FREE  SAMPLE  And  Catalogue 

Dealer  ond  Distributor  Territories  Open 

Dec-O-Grilles,  Inc. 

470  Park  PI.  Long  Beach,  N.  V. 

Phone:  LOng  Beach  6-0118 


ALL  TYPES  OF  CUSTOM 
METAL  ROLLED  SHAPES 


Aullcwith^^barl 


^  Mouldings 
'k  Screen  Frames 
k  Structural— Trim 
k  Tubular 
k  Channels  —  Slides 
k  Weatherstrips 
k  Jambs  — Frames 


The  SECURITY  COMPANY 


For  every  caulking  fob 

lybarJiwsit 


betterf 


non-hardening— 
non-staining— 
adheres  to  any  surface 

Write  for  the  nome  ot 
Your  neorest  distributer 


385  Midland 


Detroit  3  •  TOwns  8-4585 


CALBAR  PAINT  A  VARNISH  CO. 

Monufacturers  of  Technical  Products  ^ 

2612-26  N.  Martha  Street  *  Philadelphia  25,  Pa. 
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(Continued  from  Page  52) 

Heller  practiced  law  in  Youngs¬ 
town  10  years  before  joining  Mod¬ 
ern  Metal  Trims  in  1938  as  branch 
manager  at  Cincinnati.  Later  he 
moved  to  Youngstown  as  plant 
manager. 

Lutz  had  previously  worked  as 
assistant  general  manager  of  a 
metal  moulding  firm  under  Bon- 
nell.  When  Bonnell  joined  the 
Trimedge  organization  in  1945,  he 
brought  along  Lutz  as  his  assi.stant. 

Marks,  while  attending  high 
school,  was  employed  at  Trimedge 
during  his  summer  vacations.  In 
1950,  he  joined  the  firm  in  charge 
of  bookkeeping  and  office  manage¬ 
ment. 


New  Products 

(Continued  from  Page  23) 
Masti-Seal  a.ssures  a  solid  mastic 
seal  within  the  tile  edges.  It  reduces 
air  penetration  which  is  often  the 
enemy  of  good  adhesion,  and  bet¬ 
ter  .seals  again.-^t  water  penetration 
into  back  of  tile  in  shower  stalls, 
etc. 

It  is  available  in  a  w’ide  selection 
of  te.sted  uniform  colors  .  .  .  Solid 
.  .  .  Pastel  .  .  .  Marbleized. 

*  ♦  * 

Improved  Safety  Features 
In  New  Duraluminum  Ladders 

To  users  of  ladders  who  must  be 
concerned  with  .'-afety  and  .service¬ 
ability,  Duraluminum  Manufactur¬ 
ing  Co.  has  i.ssued  a  folder  illustrat¬ 
ing  the  improved  safety  features 
of  new  Duraluminum  life-time 
straight  and  extension  ladders. 
With  one  thought  in  mind  .  .  .  that 
of  producing  a  safe,  rugged  ladder 
.  .  .  every  effort  has  been  made  to 
rid  the  u.ser  of  fear  and  enable  him 
to  do  his  work  with  a  feeling  of 
security  under  him.  Details  of  rung 
construction,  siderails,  .-afety  locks 
and  safety  shoes  which  give  to 
light-weight  Duraluminum  ladders 
safety,  durability,  .strength  and 
ea.se  of  handling  are  shown  and 
explained. 

(Continued  on  Page  54) 


CMP 

=TROUBLES??= 

SWITCH  TO 

PLASTICS 

KESSLER  PLASTIC  EXTRUSIONS 

Are  Available  for 
Immediate  Delivery 

GLASS  RETAINER  SPLINES 
SCREEN  RETAINER  SPLINES 

"U"  CHANNEL 
CUSTOM  EXTRUSIONS 

Send  Us  Your  Problem 

KESSLER  PRODUCTS  CO. 

1064  W.  Federal  St.  Phone  39335  Youngstown,  Ohio 

Specialists  in  plastic  extrusions  for  the  Storm  Window  Industry 


KEYSTONE 

America’s  Finest  Aluminum 

Storm-Screen  DOORS  &  WINDOWS 


We  challenge  comparison  with  any  aluminum 
storm-screen  Doors  and  Windows  for  oil  four 
stor  features: 

it  Permanent  Construction  it  Usable  Features 


^ationcffy 
with  rh0  ••!#/ 


itititif 

WhM  you  sell  "4  STAR”  KEYSTONE  products, 
it's  like  on  endless  choin . .  .  each  installation 
sells  onother... price  meets  any  competitioni 


it  Distinguishoble  Quolity  it  Economy  Price 


Keystone  offers  procticol  features  that  customers  con  reocf- 
ily  see  and  appreciate.  Sturdy,  bolonced,  deor  vision  door 
construction  with  full  length  piono  type  hinge  which  elimi* 
notes  mortising.  Door  can  be  hod  with  or  without  jomb. 
Self-storing,  TRIPLE  ACTION  Windows  with  special  venti¬ 
lating  louvers.  Adjustable  closure  strip  for  perfect  fitting. 
All  gloss  glazed  in  plastic  for  easy  replacement.  Yes,  low  in¬ 
stallation  cost  plus  no  offer  heodoches  means  MORE  PROFtTSI 

PROMPT  OILIVERV  e  ASSKMBLY  PLANTS  COAST  TO  COAST 


.  ^1, /!////,/( /urct/  hy 

K 

E YSTONE 

A  L 

LOTS  COMPANY 

LATROBE,  PA. 

Wire, 

Phone  or  Mail  Coupon  NOW! 

KEYSTONE  ALLOYS  CO 
N4'>oa«i  S^iet  OM<ce. 

Trcei  tidg  .  Pi'ftburgh  22  R* 
Se^  •nlorffl«p.or<  We  ere  i 

O  0'S<'<bu*Of%h<p  Q  Deelerthip 

Neme _  - 


n 
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Ace  Industries  Co..  'I I*.*" 

Acme  Window  (  onditioning  Lo.... 

Aladdin  .Mfg.  <  . •. 

Alumatic  (  orp.  of  America . 

.'Muminum  Fanricating  to . 

Arrow  Metal  Troducts  (  orp . 

Harnhart  Co..  The  A.  W . 

Iteaux  Art  C  rafts . 

Calbar  I'aint  &  Varnish  C  o . 

Calder  Mfg-  ^  ‘ . 

Campliell  Sash  Works.  Ihe.....  .. 
CarlH.zite  I'rotective  Coatings.  Ini. 
Challenger  Products.  Inc . 

Cool  Kay  .Muminum  .\wning  Corp. 
C-Thru  Aluminum  .Awning  Co . 


Dec-tl-tirilles.  Inc.  . 

Ifustite  Products  Co . 


KImont  Mfg.  Co.... . .  ■  ■ 

Kmco  Cement  Products.  Inc. 


Feather-I.ite  Mfg.  Co . 

Fire-I.ite  .Alarms  . 

(iraef  Storm  Window  Co. 
CJrant  Metal  Mfg.  Co..  C.. 

Ciregg  Engineering  Co - 

Ciuilflcrest  Co..  Ihe . 

Hess  Mfg.  Co..  The . 


Jamaica  Sash  &  Poor  Co....... 

Jasco  .Aluminum  Products  C  orp. 

Kaufman  Corp.  . . 

Kessler  Products  Co . 

Keystone  Alloys  Co . 

l/eggitt  Co..  S.  H . 

I.udman  Corp . 

McMahan  Bros . 


Nash  Mfg.  Co. . 

Nation-Wide  Corp . 

Paralastic  Products  Co..  Inc . 

Perma-Face  of  .America ........  • 

Pomona  Kc'dwiuid  Aloulding  Co..., 


Ke-Nu-lt  Corp . 

Kologlass  Equipment  Co .  • 

KiMiling,  Siding  &  Building 

Specialties  .Manual  . 

Schumacher  Co..  F.  E .  j 

Security  Co..  The .  •> 

Shower  Moor  Co.  of  .America .  1 

Sprayed  Insulation.  Inc.. . 

Storm  Windows  of  .Aluminum.  Inc.,  I 

Trade-Wind  Alotorfans.  Inc .  I 

Trimedge,  Inc . Back  C  ovt 

\’-Seal  Corp . ' 

AA'allace  Inc..  Mon  B .  J 

Warner  .Mfg.  Corp... . 2S-2 

Weather  Proof  Co..  The .  4 

Weather-Tite  .  1 

Winsulite  .Mfg.  C’o .  •] 

Winter  Seal  Corp . 9.  .1 
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New  Products 

(Continued  from  Page  53) 

New  Window  Spring 
For  IVe”  Sash 

The  Ideal  (iuiki  Window  Con¬ 
trol,  a  long  life  stainless  steel  win¬ 
dow  control  spring,  is  now  available 
in  a  1”  width  for  1> window  sash 
so  popular  in  some  areas.  No  tools, 
nails  or  screws  are  needed  .  .  .  the 
(^iiiki  Window  Control  just  slips 
in  between  the  .sash  and  jamb,  and 
imbedded  prongs  hold  it  there  per¬ 
manently.  The  window  does  not 
have  to  be  removed. 

Quiki  Window  Controls  are  just 
the  thing  to  replace  broken  .sash 
cords  or  to  cut  the  cost  on  new 
installations.  Only  one  Quiki  Win¬ 
dow  Control  is  needed  for  each 
window  section. 

Two  are  mounted  on  an  in.struc- 
tion  card  and  retail  for  20c  per 
pair.  Quiki  Window  Controls  are 
manufactured  by  the  Ideal  Brass 
Works.  Inc. 


WANTED  TO  MAKE 

Window  and  Door  Frames,  Mould¬ 
ings,  Jambs,  Louvers,  Panelling 
and  or  anything  else  that  requires 
quality  Millwork  and  Assembling 
Facilities. 


Deal  Direct— Save  Time  and  Money 
Eliminate  Middleman  Costs! 

Direct  mill  connections  assures  good 
steady  supply  of  finest  California 
"Palco  Brand"  Redwood  at  Lowest 
Prices  —  100  Foot  to  Carload  Lots. 
No  Orders  Turned  Down 

•  IMMEDIATE  DELIVERY* 

Send  Samples  and  Blue  Prints 
for  quotations 

‘WuiiMSoil  (OePOItAIKHI 

WOODWORK  DIVISION  Dept.  32 

14595  Meyers  Read,  Detroit  27,  Mich. 


CLASSIFIED  ADVERTISING 

Undat  Ihia  beading  claiiiUed  odTattUamanta 
ara  accepted  at  the  unliorm  rote  of  25  canie 
a  word,  but  no  advertiiement  token  lor  lese 
than  20  words  with  o  minimum  charge  ot 
SS.OO;  3  monthi  at  20c  par  word  per  insarlloa. 
Check  or  Money  Order  must  accompany  copy  ei 
Classiiied  Ad.  Advertisements  soUcitating  deak 
ers  or  distributors,  or  new  products  lor  sale,  not 
accepted  in  classiiied  section.  Address  oU  cosw 
munications  to  Classiiied  Department,  BUILD. 
DIG  SPECIALTIES.  425  Fourth  Avenue,  New 
York  16,  N.  Y. 


.SALES  HELP  WANTED 

^<l|'  W'll.l,  liK'r  (  <  IM -M  I SSII  INS  on  present 
I  (le.ilers  .-is  well  a-  all  new  Ini-ine-s  you  set  up.  We 
I  will  onh  pl.iee  son  in  terntorie-  where  we  are  now 
1  iloiiir;  a  -ucee-'tiil  Ini-iius-.  I  liii'e  a  ile.aler  has  Iwen 
•  set  up,  his  vi.hnne  of  hiisiness  nnishro.an. ;  so  will 
>our  Commissions,  y,.ii  sheiihi  net  at  least  $10,000 
.  ami  travelliiiK  e.xpenses  the  first  year,  .\fter  th.lt 
j  your  growth  .lepemls  only  on  yon.  (lur  pr.jrliict  is 
I  the  lariiest  sellini;  <1  its  type  in  the  I'.  S.  Hut  .  .  . 
I  vou  must  live  up  to  our  hiith  stamiarris.  If  you  feet 
j  that  you  li.r  ati.l  yon  want  to  work  hard  and  make 
[  h'u  nonev.  write  llox  .t.sl,  Hiiildtiii;  Specialties, 
j  d-’,i  Koiiith  .\ve..  .\<w  ^■ork  16,  Y. 

S.M.KS  M.W.XtiKR.S  W.-WTHH:  opportunity  for 
ambitious  anil  experieticcd  salesmen  to  orttanize  de¬ 
tailing  of  hardware,  lunilier,  and  insulating  trade 
i  Inteiesting,  exp.inding  Imsiness.  References  re- 
I  tpiired.  I.ilieral  commissions  pins  partnerships.  Re- 
I  plies  C.  (t.  I.yoti,  200  I.unilx'r  Fxehange  Bldg, 
:  .Minneapolis,  .Minn,  ysy 

.M.V.NCF.M  TI’RF.RS  •  RFI'KESFNT.\TIVES 
WANTED:  lamg  established  line  of  well-known 
aluminum  wall  tile  desires  capable  salesmen  in  open 
i'.  S.  territories,  .\ttractf\c  offer  to  right  individ 
uals  or  organizations.  Jf  sincerely  interested,  ex 
I  perience  secondary.  Write  giving  details,  tiualifi 
,  cations,  experience.  .Mr  Robt.  Johnson.  \IY)  Rnose- 
felt  Avenue.  Belleville.  \  J  (Tel.  2.61S0)  tf 

.s-l'Fl  lAl.TV  S.XI.E.s-.MK.N  W.X.N  IED  by  national 
niannfactiirer  to  open  up  new  distributors  for  revo¬ 
lutionary  home  impp.M  nient  prixluct.  .Must  lie 
familiar  with  eonsiinier  selling  operations  ami  cap 
ahle  of  wotking  with  ami  organizing  dealers  sales 
force.  Men  with  proven  sales  records  and  accus 
lomed  to  earning  over  $IJ,llllO  annually  may  .pialify 
for  district  sales  managers  position.  Write  stating 
full  particulars  in  first  htter  for  apiiointment  with 
national  sales  direct. ,r.  Box  .\o.  352.  Building 

■  Specialties,  42.5  Eonrih  .\vc..  New  York  16.  N.  Y 


MIS(  ELLANEOl  S 

DKAI.ER.s  AM  MIM  M  STORM  windows  and 
diKirs.  $,50ni).00  wholesale  value  for  $1560.00.  Write 
B  X  .No.  35.'.  Building  Specialties,  425  Fourth 
■A'c.,  .New  Voik  16,  N.  V.  3.52 


SUBSCRIBERS  DESIRING 
CHANGE  OF  ADDRESS 

Is  your  magazine  addressed  cor¬ 
rectly?  Examine  the  wrapper,  and 
notify  BUILDING  SPECIALTIES, 
425  Fourth  zAve.,  New  Aork  16. 
N.  A’.,  if  you  desire  any  change. 
Please  send  back  the  old  wrapper, 
and  the  new  address,  and  allow 
about  five  weeks  for  the  change. 


Yes,  we  know  the  future  of  the  alumi¬ 
num  supply  is  blacker  than  the  ace  of 
spades  and  also  that  it  probably  won't 
improve  for  some  time!  But  we’re  not 
crying  and  our  distributors  aren’t  moan¬ 
ing!  Why?  Because  we're  making  and 
selling  and  advertising  a  windaw  that 
makes  the  future  leak  wanderfull 


COMBINATION  WINDOW 

The  Guardian 
will  make  money 

for  you . 

Come  What  May! 


Completely  telf -storing  ~~  Uo 
changing  —  each  sash  slieJes  in 
its  own  track.  Engineered  for  a 
custom  fit! 


^  VVeotherstrippeeJ/  Entire  window 
•  opening  is  protected  from  the 
elements  •  Keeps  heat  in  — 
drafts  out. 


Guaranteed  by 


Mode  of  cleor  Colifornio  Redwood, 
treoted  for  long  life! 

Sosh  slides  for  controlled  ventilotion, 
like  regulor  house  window. 

Eosiest  to  demonstrote,  ond  eosiest 
to  operate  in  the  home. 


t  yui^lb1^aMlk  . 

^  cJiVtAtuseJi^  { 


SERVICE  AND  SALES  HELP! 
to  help  you  do  a  better  job 

Alumatic  experts  are  con¬ 
stantly  in  the  field  —  to  train 
your  personnel,  to  assure 
perfect  installations,  to  as¬ 
sist  with  your  sales  program. 


tiSuardians 

ruTaiil  cct  ■j?/tLC£s 

vwfytC'  vmIM 


intcrcMi'd  in  handling  Guardian  Windows. 


WRITE  . . . 

WIRE  .  .  . 

PHONE  . . . 
for  full  details 


KOIL-PAK 


COILED  ALUMINUM  MOULDINGS 

will  be  the  talk  of  ’52 

.  .  .  and  Trimedfie  assures  equitable 
distribution  tvhile  cooperating  fully 
u'ith  National  Defense! 

I)i»tril)iit(>r.s.  dealers,  architects,  hoine-niakers 
and  hohhyists  everywhere  are  excited  about 
these  revolutionary  new  Triiuedge  packaged 
mouldings,  designed  for  convenience!  Instead 
of  awkward.  Itidky.  hard-to-handle  conventional 
12-ft.  lengths.  ‘"KOIL-PAK”*  brings  you  11 
popular  Trimedge  designs  coiled  and  neatly 
packed  in  strong  cartons  —  easy-to-sell.  easy-to- 
carry.  easy-to-install.  Each  “KOIL-PAK”*  kit 
comes  complete  with  all  necessary  fasteners  and 
simple  instructions.  Another  Trimedge  first  — 
for  you  and  your  customers! 

If  rite  for  our  new  general  catalog. 

*Trad*  Mark  R«gist«r»d  U  S.  Pat«nt  Offk* 


TRIMEDGE,  INC.,  4021  Mahoning  Ave.,  YOUNGSTOWN  1,  OHIO 


VAILABLE  IN 
11  DESIGNS 


